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Rubber tire expense is by far the: Bircest> 
item in the up-keep cost of “aiy motor 
wagon. 
All electrics have the lower tire costs and every 
Lansden will give the greatest mileage for the lowest 


tire costs, because lightest and smoothest in power 
application. 


__ Design created in 1904---a true combination 
with the Edison Battery. 


Proven by seven years of service and adopted by 
the largest users of motor wagons and by all users 
who have investigated thoroughly. 





The Lansden Company 
239 High Street, 
Newark, N. J. 


| Send For 
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Something New 





Rapidity of Turning Out 
Toast 

Excellence and Economy of 
Operating 

Retail price of $3.75 


‘These are features which make 
attractive to the pcssible user the 


be . 99 
American 
Electric Upright Toaster 


It is a small, light, attractive de- 
vice for use on the dining table, 
where the toast can be made and 
served while hot and fresh. 


Order a case lot of sters. A 
THE EMERALITE case os cauiiig- inion and 
; nth it y rill ‘eive wind 
FLOOR LAMP D distlay cons, You wil Gan 
provided, if you like, with adver- 
Just the thing for ii —_'tising circulars. 


WINTER EVENINGS AT HOME By calling the attention of your 


customer to this new, attractive 


A Piano Lamp Desk Lamp and useful device, the sales result- 
Sewing Lamp Reading Lamp ing will be a source of profit for 
Card Lamp you. 
“KIND TO THE EYES” American Electrical Heater Co. 


Oldest and Largest Exclusive Makers 


H. G. McFADDIN & CO. Detroit, U. 8. A. 
43 Warren St., New York 














= 








In writing to advertisers, mention ‘‘Selling Electricity.’’ 














Panoramic View of the City of Montreal from Mt. Royal 





—The City 


— The Central Station 


—The Opportunity 














Montreal—The City 





Has a population of nearly 600,000— which has prac- 
tically doubled in the last nine years. 


Property values have trebled in the same period. 


The last Dominion census in 1905 reported 933 fac- 
tories, employing 56,584 operatives, producing $123,110,986 
in annual output and representing $112,531,542 in invested 
capital. 


The city taxes in 1910 amounted to over $6,300,000. 
The bank clearings exceeded $2,035,000,000. The customs 
collections were $17,500,000. 


Montreal is called “The Dominion’s National Port,” 
for it is the terminus of the Canadian Pacific and Grand 
Trunk Railways and all the principal Atlantic and Great 
Lakes steamship lines. 


In 1910 the vessels docking in the harbor reached a 
total tonnage of 5,065,000. 


Montreal as the centre of Canadian finance is the 
commercial heart of the Dominion. 
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Canadian Pacific Railway Terminal. Showing new addition now being erected 




















Montreal— The Central Station 





The Montreal Light, Heat & Power Company serves 
a total connected load of 110,000 horse-power. 


The Chambly Power House delivers 20,000 horse- 
power from energy taken from the Chambly Rapids on 
the Richelieu River. 


The Shawinigan Station delivers 20,000 horse-power 
generated from the the Shawinigan Falls on the St. Mau- 
rice River. 


The Soulange Station delivers 15,000 horse-power taken 
from Cedar Rapids through the Soulange Canal. 


The Lachine Power House delivers 16,000 horse-power 
generated from the famous Lachine Rapids of the St. 
Lawrence River. 


There are various auxiliary steam plants located in the 
city of Montreal developing the balance of power and 
maintaining an enormous reserve. 





The Chambly Gencrating Station, Montreal 











Montreal—The Opportunity 





Consider the facts and figures on the foregoing pages. 


Such a balance of population, industrial activity and 
practical resources means OPPORTUNITY -— the fallow 


field that every man with red blood craves. 


Cheap, dependable and satisfying light and power is a 
potent factor in the growth of a city’s prosperity. The 
Montreal Light, Heat & Power Company is fast develop- 
ing the popular appreciation of electric service. 


The influence of a brighter, more active city is inviting 
new industry and enterprise. 


Montreal offers these opportunities! 





The Lachine Power Plant, Montreal 
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Where Buckeye Cuts Lighting Costs in Half 
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@. It is frequently worth a great deal, to a central station 
or contractor, to be able to show a customer a substantial 
saving in lighting costs. 


@. The Buckeye Electric Company’s Industrial Lighting 
Department has an enviable reputation for planning instal- 
lations in which economy and illuminating results are 
nicely balanced. 


@ The Barneby Mill, here pictured, is an example. The 

The original equipment was 94 arc lamps consuming 3434 kw. 
Careful planning by our PRACTICAL engineers reduced 

Buckeye the installation to 260 Buckeye 60-watt multiple “Mazda” 
P Lamps consuming 1534 kw. The saving—something like 
Electric 8000 kwh. per year—much more than justified the changes, 


but the illuminating results alone would have repaid the 


Company mill for making them. 


Cleveland, Ohio @ We will be glad, through our Industrial Lighting De- 
Chicago, Pittsburg partment, to co-operate with central stations or contractors in 
Boston, Dallas remodelling unsatisfactory or uneconomical installations. 


Raclo 
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OVER 130,000 


Reprints of Electrical Progress 


have been distributed by Central Stations to 
selected lists of prospects and customers in 
the last four months. _ - 


BECAUS F—lt is popular, practical, non-technical 


sales talk that sells the goods. 


BEC AUSE—Looking like a little independent 


magazine, it is read without prejudice. 
It arouses a real interest. 


BECAUSE—1t focuses each month on a single 


phase of electric service and _ tells 
the whole story. 


BEC AUSE- lands more moving arguments than 


a representative could find time to ad- 
vance in four calls. Then when the 
salesman follows the prospect has the 
facts. 


and BECAUSE— It costs but a fraction of the expense 


of one call. 





Think this over! 


Does Electrical Progress interest your Sound Business Judgment? It appears 
each month as a supplement to Selling Electricity and the Reprints are ready. 


SELLING ELECTRICITY 
74 Cortlandt Street New York City 


In writing to advertisers, mention ‘‘Selling Electricity’’ 
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A Campaign 
for BETTER 


his is a fio New Bus l Ne ie 


PRIS) qm 


the most beauti- 

















ful glass made “IRIS,”’ the most artistic glass 
in America. The made in America, offers to Central 
exquisite decor- Stations an opportunity to secure 


ation is in the BETTER new business. 


glass, not on it. 
The designs are 
all informal; 


Heretofore, the aim has been to 
cheapen electric service for resi- 


they lack the dence customers. 

cold symmetry But we know from experience 
which marks the that there is a larger and richer 
ordinary ma- field if the Central Station will 


chine-decorated make its lighting more attractive, 
product. The 


more beautiful, more “fashionable.” 
color-harmony 


deisiitwatahhe q ve have a very simple but effec- 
of “IRIS” is as tive plan for developing residential 
effective when electric hghting---especially for se- 
the shades are curing the wiring of old houses. 


cold as when q' sa plan you should acquaint 


they are aglow ~ py 
with light, while yourself with. Address 


the shimmering 


iridescence gives kK OSTO R | A 
a GLASS SPECIALTY 


found in any 
other American COM PANY 


product. :::::::::: FOSTORIA, OHIO 
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of GREENWOOD 
SUPERIORITY 


N the Long Run the man who Sells the Best, 
Sells the Most—That’s our mental attitude in 
Building Signs. 


The|Sign that gives the best satisfaction|and brings us the most! business 
by its example is the sign that embodies the iCleverest Idea and the Best 
Construction. Every Sign the Greenwoods build ‘aims at this mark. And 
our score is high because our designers are artists and our standard of con- 
struction the best we can devise. 


And Deliveries ? —That’s the Greenwood hobby. We don’t make 


promises we can't keep. We ship that sign when you expect it. 


GREENWOOD ADVERTISING CO. 


Knoxville, Tenn. 





In writing to advertisers, mention ‘‘Selling Electricity.’’ 
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Here are two more specimens of the Greenwood Product —They 
are both All Metal Signs with a new finish not used by other ‘sign manu- 


facturers. They are built tolaugh at wind and weather and grow ‘old with- 


| out gray hairs or bald spots. 


And they have ideas behind them. The Music Sign is artistic and 


suggestive. The Mobile Electric Company Sign is strong, forceful and 
dignified. 


We are ready and equipped to submit sketches of original sign 
creations to satisfy and sell for your customers. And you can be sure of 
three things: —The finished sign will carry out the full intent of the artist. 


It will be built for a long, active life. It will be delivered when we promise it. 


THE GREENWOOD ADVERTISING CO. 


Knoxville, Tenn. 


Tn writing to advertisers, mention ‘‘Selling Electricity.’’ 
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| Jandus Luxolabra—Opportunity 





: Many of our Central Station patrons have asked us 
= the question: “What does Luxolabra mean?’ Theoreti- 
Fe cally it may be simply a trade name, but practically it has 
* a greater significance. “Lux” stands for Light; “O” for 
= Opportunity, and “Labra” for Standard. 
ca There are two kinds of opportunities; one that can 
: be measured in dollars and cents; another in disguise. 

E As you are in business to - 

sell current, you are primarily 

i 


interested in an opportunity that 
can be measured in dollars and 
cents. Every standard installed 
means an increase of one-half 


K.W. to your load. This is a 
dollars and cents opportunity. 


noo 


A 


Re a 
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By dressing up your city 
with an installation of ornamental 
Qo lighting standards, you receive 
a return in good will and adver- 
tising that cannot be measured 
B in dollars and cents. This is an 

.\S opportunity in disguise. 
Jandus Luxolabra is a cur- 
R rent user, a revenue producer, 


and one of the greatest co-opera- 
mn tive propositions that has ever 
been offered. 


Write us your conditions. 
We can help you. 


THE ADAMS-BAGNALL ELECTRIC CO. 
CLEVELAND 


New York Philadelphia Pittsburg Chicago Atlanta 


° 
SESE ORT UP aT ORS IT ISG 
RM es ec eda Oem 
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A DISTINCT ADVANCE IN 
VEHICLE BATTERY DESIGN 


© 


An, 


0 


i 


We make vehicle batteries both with the old style lead-burned con- 
nection and with the “National’’ Bolt Connectors. We recommend the 
latter—a solution of all the difficulties of the old style—an exclusive fea- 
ture of “Natianal” Batteries. 

Corrosion is prevented by the grease-packed annular recess in nuts. 
Stud is electrically inert—simply squeeze together the lugs which are the 
conductors. Contact between lugs is absolute. Hundreds of installations 
without one failure. 

All the disadvantages of the old style lead-burned battery avoided. It 
is no longer necessary to saw apart the lugs, to call upon an expert lead 
burner and outfit to reburn the lugs every time cells are inspected or 
cleaned. Only tool required is a wrench. 

Compare 1 1-2 hrs. to take apart and re-assemble a 44 cell battery having 
“National” Bolt Connectors with 8 hrs. to take apart and re-assemble a dupli- 
cate battery with burned connections. 

Write to our nearest office for complete information on “National” Bat- 
teries for any service. 


The United States Light and Heating Co. 
GENERAL OEFICES: 30 CHURCH ST., NEW YORK 


New York] Buffalo ’ Chicago San Francisco 
Boston FCleveland St. Louis Detroit 
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Overhauling a Handicap in Montreal 


A Few Side Lights on the Unique Conditions Confronting the Sales Force 
of The Montreal Light, Heat and Power Co. 


By Earl E. 


Montreal to most men in the United 
States means not much more than the 
name, with hazy recollections of tales 
of winter sports. The central station 
salesman and sales manager keeps his 
eye on our own fast-booming cities and 
feels no particular concern, yet com- 
mercial conditions in Montreal pre- 
sent one of the most interesting situa- 
tions in the industry today. 

Picture a city of 600,000 population 
of whom 85 per cent speak the French 
language, and where there are five 
competing electric light companies! 
Though the principal company, the 
Montreal Light, Heat and Power 
Company, controls about 90 per cent 
of the connected business, still it 
means five pole lines (besides the tele- 
phone company’s) on the principal 
business streets, making decorative 
street lighting well nigh impossible. 
Also the elements have set themselves 
to curse the electric sign and have 
about banished them from the city, for 
high winds and heavy snowfalls intro- 
duce a hazard that caused 540 signs to 
be pulled down about a year ago. 
Think of that as a shock to any central 
station commercial department! But 
the snow slides down off the roofs and 
varries all before it. It seemed a 
necessary measure for public safety- 
several accidents had resulted disas- 
trously. 

The result is an almost total absence 


Whitehorn: 


of those spectacular features of the 
well-lighted city, for except at one or 
two points on St. Catherine Street, 
there are no signs save those few flush 
on the wall. The several large and 
exceedingly attractive roof displays 





‘The Power Building” Home of the Montrea 
Light, Heat & Power Co 


which still remain serve to accentuate 
the absence of the usual metropolitan 
illumination. There are many im- 
pressive installations of window light- 
ing, but on the whole, electric adver- 
tising is not standardized. E 

There rests the case for the prose- 
cution—and I think most of us would 
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be inclined to say, ‘Hopeless! No 
new business man can make a record 
there! Why kick against the pricks?” 

But arrayed against this opposition 
animate and inanimate—we find a 
new business department, consisting 
of Mr. B. G. MeNabb, a young man 
from Michigan, and some twenty odd 
salesmen—French-Canadians, all na- 
tive sons of Montreal. The moving 
spirit is cock-sure enthusiasm and the 
secret of their success is:a system, for 
from manager to stenographer the 
department is organized on a “show 





B. G. McNabb 


Manager New Business Department Montreal Light, 
Heat & Power Co. 


me” basis—every day must show a 
day’s work and every man’s day’s 
work is put on exhibition against the 
record of his fellows. 

Mr. McNabb, the New Business 
Manager, is an interesting personality, 
first for his ever-flowing and contagious 
enthusiasm and second for the manner 
in which he met and apparently mas- 
tered the bewildering problem which 
confronted him when he came to 
Montreal. He undertook to organize 
an aggressive sales department where 
none had been before and where it was 
impractical to enlist the aid of experi- 
enced men. The cleverest central 
station salesman in this country would 
find his tongue tied where eight pros- 
pects out of every ten speak a foreign 
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language, and where the other two are 
living and doing their business in an 
85 per cent French atmosphere. True, 
practically all the larger merchants and 
business men speak English, but the 
bulk of the new business develop- 
ment must of necessity come from the 
homes and small consumers. So Mr. 
McNabb set about first to make a 
Frenchman of himself and meanwhile 
organizing, educating and training a 
body of salesmen from among _ the 
people who represented his fallow 
field. And the first requisite was 
their inoculation with the spirit of the 
industrv—as we know it—for short, 
enthusiasm and faith in the central 
station proposition. 

The process of search and elimina- 
tion finally gathered together a body 
of twenty men, all knowing Montreal 
as a man must know his home and his 
neighbors, but all unschooled and un- 
skilled in the characteristics of either 
gas or electricity. (The company 
serves the entire gas field.) So Me- 
Nabb taught his class. Salesmanship 
and the details of central station serv- 
ice were the subjects, but enthusiasm 
and loyalty was the goal, for with that 
the contracts were assured. 

The office system was designed to 
answer the problems of the peculiar 
local conditions and to be self-lubri- 
rating. McNabb says: “It’s simple 
because the idea is to get business and 
not to make out records.” Yet his 
records are particularly adequate. 

The city is divided into seventeen 
sections which are never changed. 
These sections are sub-divided accord- 
ing to size and each sub-division is in 
charge of a representative who handles 
both gas and electric business. If a 
man finds his territory growing too 
large for efficient work, the division is 
cut in two and another man put on so 
that every salesman is responsible for 
his own district and knows it like his 
old shoes. The men are paid a salary 
and a commission based on the num- 
ber of points made during each month. 
This point system is changed from 
time to time to put a premium on such 
classes of business as may be particu- 
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larly desirable and is a continual spur 
and encouragement to every man on 
the staff. 

All new business scores the salesman 
so many points. For instance, a new 
five-year contract, competitive or non- 
competitive, counts 150 points, a new 
one-year contract counts but 5, an are 
lamp counts 30, fans 15, signs or addi- 
tional lighting to old customers 1 
point per 16 cp. equivalent, and so on. 
Similar credit is offered for gas sales, 
and monthly prizes are offered for the 
largest total number of points for the 
month. Each man who nets over 
6000 points receives $1.50 in addition 





A Section of One of the Maps. (See next page.) 
to his salary, 7000 points, $2.50, and 
for 8000 points and over, $5.00, and 
$1.00 for each 1000 points additional. 
Handicaps are allowed in the district 
where the business is widely scattered 
and hard to get, but it is posted with 
the point schedule each month that 
each man must secure a certain num- 
ber of points to hold his position— 
3000 was the number in the month 
providing the foregoing figures. 

In talking of the benefits of this 
“point system,” Mr. McNabb says: 


“It has worked wonders for us in Mon- 
treal. 


It probably would not be at all 
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adapted to the conditions which ob- 
tain in a thriving city in the States, 
but on the other hand, the American 
central station salesman would soon 


become disgusted with the pecu- 
liar conditions in this city and throw 
up his job. My men are right from 
the people and know comparatively 
little about the technica! side of the 
business. But they do know that we 
have the best electric lighting service 
in Montreal and at the best rate, and 
they have enthusiasm and confidence 
in the organization. That’s why they 
get the business!” 

Morning meetings of a _half-hour’s 


Different Symbols Indicate the Varied Conditions Encountered 


duration are held daily at 8:30 sharp, 
and any salesman who is late is fined 
500 points. The meeting faces a big 
blackboard, which is posted daily 
with the accrued business to the credit 
of each man, listed under various head- 
ings to show just what class of business 
he is bringing in and the points he has 
sarned. A comparative statement is 
kept which also shows when any man 
has fallen behind his previous month’s 
sales on any kind of business and this 
is brought to his attention. “The 
men take a keen interest in these fig- 
ures,”” McNabb says, “and invariably 









when this statement is not read, some- 
body calls for it.” 

In addition to these meetings the 
company provides a regular monthly 
banquet at which the sales depart- 
ment foregathers at one of the best 
restaurants in the city to enjoy a din- 
ner and discuss their work. During 
the course of the year it is the duty of 
sach representative to present a paper 
on some phase of the business, and 
usually one of the officers of the com- 
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M. SEGUIER 


REPRESENTING 
THE MONTREAL LIGHT, Heat « Power CO 
MONTREAL 
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A series of maps has been prepared, 
sub-divided into over 300 sections, on 
which are shown all the primary and 
secondary lines and transformers of 
the Montreal Light, Heat and Power 
Company, with full data covering every 
customer’s installation and the facili- 
ties for giving service at any point in 
the city. Another complete map sys- 
tem provides the same data on all the 
competing companies and special in- 
spectors are constantly patrolling the 
city to give information. Withina 
half-hour after a competitive company 
starts to make a line extension, the 
matter is reported and a special repre- 
sentative of the new business depart- 
ment is put on the case. He gets the 
complete history of the consumer and 
in a great many cases finds that he has 
moved from another section of the 
city and has jumped his contract. 
He is called upon at once and no effort 





NEW BUSINESS DEPARTMENT 





ROOM 204 


PHONE 
Mam - - 4040 
Excnanat 6 on 13 


POWER BUILDING 








WE INTEND 


THAT EVERY TRANSACTION SHALL BE 6&0 
SATISFACTORY TO EACH CUSTOMER THAT IT 
MAY BECOME A REAL PLEASURE FOR HIM TO 
EXTEND US HIS PATRONAGE. SHOULO THERE 
BE ANY CAUSE FOR COMPLAINT, WE WISH 
TO BE TOLD WHEREIN WE ARE AT FAULT 


NEw BUSINESS DEPARTMENT 
Room 204 


Excnance 6 POWER BUILDING 








The Salesmen Carry Cards Which Fold 
pany and one or more guests are pres- 
ent and speak. This is followed by a 
general experience meeting. Mr. Mc- 
Nabb says: “We find that this not only 
familiarizes the men with the details 
of the business, but gives them confi- 
dence to talk before their customers 
without confusion. We look forward 
to these banquets like a child toward 
Christmas. It is the one place where 
we all get together and thrash out our 
troubles.” 

The peculiar competitive situation 
in Montreal requires very careful 
handling, and a very interesting and 
accurate system has been devised so 
that the activities of the competing 
companies are followed very closely. 





in the Middle and are Printed as Shown Above 


is spared to bring him into the fold. 
This wins back many consumers who 
were apparently lost to the opposition 
—sometimes a dozen in a week. 

Every expiring contract is reported 
to the new business department one 
year before the time is up, and a sys- 
tematic effort is made to renew on a 
five-year basis. The greater part of 
this work is done, of course, by direct 
solicitation, but much preliminary 
ground is covered by the use of circu- 
lar letters, particularly among the 
French people. For the letters are 
prepared with much formal courtesy, 
and since the coming of mail is by no 
means an every-day event, the sales- 
man who follows the letter usually 
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finds that it has been considered a 
compliment and has made a most 
favorable impression. The efficiency 
of the system is indicated by the fact 
that out of some 6000 contracts expir- 
ing in 1910, over 5000 were renewed. 
Cards are kept in the office covering 
every customer and prospect, with his 
nationality noted, so that all mail 
matter is translated in the proper 
tongue. All contracts are printed in 
both languages. The letters are dia- 
ried so as to insure consistent follow-up 
for each prospect, and duplicate memo- 
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A Clever Flashing Sign 


randa cover all inquiries from custom- 
ers, so that no salesman can fail to 
answer. When a consumer vacates 
a premise, a special card is turned over 
to the man in the territory where the 
building is located, calling upon him 
to watch for and sign up the new 
tenant. This prospect is considered 
“live” until the premises are again on 
circuit. 

The development of power business 
is in charge of a separate power de- 
partment apart from the regular sales 
organization. The company at the 
present time serves a large and fast- 
growing power load for the industrial 
field most promising. 

In short, the system is complete and 
it works, for the figures on the black- 
board are proof enough for any man. 
Those barriers which _ will have 
to be overcome before Montreal 
‘an become a modern “City of Light” 
are obstacles indeed, but certainly far 
from insurmountable as the next few 
years must surely develop. The trend 
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of the times is all for progress and the 
merchants and business men of Mon- 
treal are entitled to all the benefits of a 
free use of electricity for the local 
advertising of their business and in its 
undoubted influence for the upbuild- 
ing of the city’s prosperity. Bright 


THIS PROPERTY 
“OR SALE BY 


‘NURANDN 





This Sign is Erected on the Roof of a Large Building 
on St. Catherine Street 


streets draw trade the world over 
and no city can afford to run counter 
to the interests of its shopkeepers. 

ry’ bd U . . 

The rigors of the climate simply 
make it incumbent on the central sta- 





A Recent Spectacular Installation of Outlining 


tion and the city government to guide 
and control the development of elec- 
tric advertising. But it need in no 
sense be hindered. There is no virtue 
nor profit in a prohibitive electric sign 
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ordinance, as has been proved in sev- 
eral cities in the windy west. Where 
the owner of a sign is required to give 
a bond of indemnity to the city to 
cover any possible damage from injury 
to the public, it is found that no sign 
is erected without ample margin of 
safety. A strict embargo on all signs 
of sufficient size to advertise a big 
business in a big way and with assur- 
ance of profitable investment is an 
injustice that no municipality willingly 
or wittingly inflicts. When the mat- 
ter comes up for sincere consideration 
we may look for an ordinance permit- 
ting the erection of signs, both on the 
roofs of buildings and projecting out 
over the street, within reason, but 
the standard of construction must be 
amply secure and rigidly enforced. 
The future of decorative street 
lighting in Montreal is no less a surety, 
for in a city so famous for its archi- 
tectural riches it is grossly incompati- 
ble to suffer the present overwhelming 
multiplicity of poles—I counted on 
one short block on St. Catharine 
Street, nine poles along one curb and 
thirteen on the opposite side. Again 
the evil must be corrected by some 
municipal action to restrict in some 
way the number of pole lines permit- 
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ted on a single highway. It cannot be 
long before the merchants demand 
their rights to the use of the curb line 
and the people of Montreal call for a 
modern system of street illumination 
more in accord with the spirit of this 
beautiful old city. Under present 
conditions the ornamental lamp-post 
is crowded out and the merchants are 
denied this popular and proven-prof- 
itable medium for publicity. 

Montreal is growing very rapidly, 
with her score of 600,000 behind her, 
and with unlimited potential for cen- 
tral station development. For the 
Montreal Light, Heat and Power Com- 
pany operates four of the largest water 
power plants in Canada, with various 
steam auxiliary stations. But the 
greatest power for progress is the en- 
thusiasm and efficiency of the sales- 
men, and Mr. McNabb’s organization 
seems to promise big things. Most 
important is the necessity for a closer 
accord with the press and public, for 
just so soon as the people of Montreal 
begin to appreciate the value of the 
good service they enjoy, there will be 
a popular support and demand that 
will crystalize the full benefits of 


all that a modern central station can 
afford. 





A novel and attractive window display that was seen recently in a Boston 
store window suggests an opportunity for a few more lamps on circuit and 


something new for halting the crowd. 


A square glass aquarium containing a few gold and silver fish and a little 





moss and water plant was placed in the centre of a show window in which goods 
were displayed. Behind the tank were installed three incandescent lamps, one 
red, one green and one natural, all equipped with flasher sockets and placed 
within a Holophane globe, so that the light would be diffused and no lamps 
could be seen. 

The changing color of the light brought out the glitter of the fish and the 
green of the foliage in a striking manner, and made a very interesting display. 


— ~~ 
— 
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Montgomery Ad Draws 3000 

The full-page newspaper advertise- 
ment shown below was inserted in the 
daily papers in Montgomery one week 
before Christmas. It reads: 

“A Christmas Souvenir for every 
lady in Montgomery. 

“A valuable and practical gift will 
be given to each lady calling at the 
office of the Montgomery Light & Wa- 
ter Power Company any day this week. 

“With this little remembrance we 
wish to extend to every housewife in 
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Montgomery the compliments of the 
season,’ and was signed by the 
Montgomery Light & Water Power 
Company. 

Mr. H. C. Porter, the Commercial 
Manager, states that over 3000 women 
called to see what was to be given 
away. The gift was a copy of “Mrs. 
Hiller’s Cook Book,” and nearly 4000 
copies were given away. The idea 
was, of course, to bring the women of 
Montgomery into the office of the 
central station where gas ranges and 
electric household devices were ex- 
hibited and demonstrated. 

A considerable number of ranges and 
other appliances were sold. 
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Narragansett Company Smokers 

Mr. E. R. Davenport, sales manager 
of the Narragansett Electric Lighting 
Co., Providence, R. 1., conducting a 
series of monthly “smokers,’’ which 
have been arranged for the entertain- 
ment and instruction of the sales de- 
partment during the fourth season. 
The following program is proving 
exceedingly helpful and interesting: 

October 26th—‘*Developments in 
Electric Heating,” (illustrated). By 
F. H. Gale, General Electric Com- 
pany, Schenectady, N. Y. 

November 16th—‘‘The Relation of 
the Central Station to its Customers,” 
By C. H. Scott, Small Motor Depart- 
ment, General Electric Company, 
Lynn, Mass. 

December 7th—‘‘Sign Lighting.”’ 
By Mr. Anderson, General Electric 
Company, Harrison, N. J. 

January, 1911—**The Practical Use 
of the Electrical Vehicle,” (illustrated). 
By Day Baker, New England Man- 
ager, General Vehicle Company, Bos- 
ton, Mass. 

February, 1911—‘‘Electric Adver- 
tising,”’ (illustrated). By T. E. Valen- 
tine, President, Valentine Electric 
Sign Company, Atlantic City, N. J. 

March, 1911—‘‘The Possibilities of 
the Use of Small Motors for Office and 
Household Purposes.” By Mr. Les- 
ter, Westinghouse Electric and Manu- 
facturing Company, East Pittsburg,Pa. 


April, 1911—*‘‘Electric Charging 
Outfits.’ By Mr. Jackson, D. & S. 


Department, Westinghouse Electric & 
Manufacturing Company, East Pitts- 
burg, Pa. 

May, 1911—‘‘Co-operation of the 
Manufacturer with Central Stations, 
Particularly with Reference to the 
Application of Electric Motors.” By 
Mr. Glass, Westinghouse Electric & 
Manufacturing Company, East Pitts- 
burg, Pa. 


The Byllesby Convention 
The second annual convention of 
the officers and employees of H. M. 
Byllesby & Company of Chicago, engi- 
neers and managers of public utility 
plants, opened on January 17th at the 
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Auditorium Annex Hotel, with an 
attendance of 250 delegates. Forty 
cities in twelve western and southern 
states were represented. 

The program is as follows: ‘‘Insur- 
ance,” by W. E. Higbee of Chicago; 
“Advisability of Utility Companies 
Handling Gas and Electrical Appli- 
ances,” by Samuel Kahn, of Fargo, N. 
D.; “Ornamental Curb Lighting,”’ by 
B. W. Cowperthwait of Faribault, 
Minn.; “Effective Illumination,” by 
A. Larney, of Oklahoma City, Okla.; 
“Accounting Statistics,” by N. P. 
Zech, of Chicago; ‘Central Station 
Economies,” by Eugene Holcomb, of 
St. Paul, Minn.; “Unusual Engineer- 
ing Design and Construction” (illus- 
trated), by W. R. Thompson, of Chi- 
cago; “The Prepayment Gas Meter,” 
by Henry H. Hyde, of Tacoma, Wash.; 
“Construction of Hydro-Electric Plants 
Relative to Economy in Operation,” 
by J. M. Link, of Chicago; “Electric 


versus Horse-Drawn Wagons,” by 
F. H. Tidnam, of Oklahoma City; 


“The Effect of Low Wattage Lamps 


on the Central Station Industry,” by 
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Alex F. Douglas, ef . Portland, Ore.; 
“Progress and Success of the Em- 
ployees’ Investment Club,” by R. J. 
Graf, of Chicago; “Late Developments 
in the Manufacture of Crude Oil Gas,”’ 
by R. W. Clarke, of San Diego, Calif.; 
‘‘New Business,” by E. L. Callahan, 
Chicago; “‘District System of Meter 
Reading,” by T. K. Jackson, of 
Mobile, Ala. 


A Denver Fixture Display 

The Women’s Club of Denver re- 
cently held a fair called the “Streets 
of All Nations.” The attendance 
numi..ed close on to 60,000 and in- 
cluded Denver’s leading club women 
and prominent citizens. One of the 
features of the exhibition was the 
display of The Denver Gas & Electric 
Company shown in the reproduction, 
a carefully chosen assortment of elec- 
troliers, brackets, chandeliers and fix- 
tures ranging in price from $10 to 
$350. A large number of orders were 


placed and the class of fixtures selected 
proved the value of this means of 
reaching the wealthy residents. 





An Artistic F xture{BoothfinfDenver 

















A Motor Truck Report from Oklahoma 


Being Data Submitted by A. Larney, Manager New Business Department, Okla- 
homa Gas & Electric Co., Oklahoma City, Okla. 


One of the most serious obstacles to 
the universal acceptance of the electric 
vehicle in central station service is 
the absence of authoritative data cov- 
ering their actual performance when 
matched against horse-drawn wagons 





\. Larney, Mgr. New Business Dept. 
Oklahoma Gas & Electric Co., 
Oklahoma City, Okla. 


and accepted methods. Asa result the 
majority of central stations in the 
smaller cities have been inclined to 
look upon them as not yet proven, 
and offering too great an element of 
risk. 

The following figures will be of par- 
ticular interest as coming from a city 





ees ae ae 
One of the Oklahoma City Trucks 





of 21,000 population where the electric 
truck has been thoroughly tested in 
competition with the horse in the 
service of the Oklahoma Gas & Elec- 
tric Co., Oklahoma. These vehicles 
have been engaged in the usual work 
incident to setting meters, answering 
trouble and the ordinary day-after- 
day routine. In submitting these 





An Object Lesson 


You have probably noticed the two ELECTRIC TRUCKS 
in the service of the Oklahoma Gas & Electric Company 
These two ELECTRIC TRUCKS work for the meter 
department and are used for the delivery and collection of 


electric and gas meters 


Ve are not using these ELECTRIC TRUCKS for ad 


vertising purposes 


We are doing it because they replaced four horse-drawn 


and effected a considerable SAVING 


wagons, 


Careful records were kept to get at the facts and the elec 
tric energy was charged up at the regular schedule rates 
puble 


open to th 


ELECTRIC TRUCKS ARE THE BEST VEHICLES 
FOR COMMERCIAL TRAFFIC IN CITIES. 


Oklahoma Gas & Electric Co. 


Telephone P. B. X. 14 











How they Make the Oklahoma City Trucks Advertise 


reports, Mr. Larney, Manager New 
Business Department, says: 

“In addition to the saving in the 
actual cost of operation, there was a 
reduction of 50 per cent in labor costs, 
in favor of the electric vehicle. Out- 
side of the ordinary cost of lubricating 
materials, waste and so on, which 
amounts to about $1.50 per month, 
there is no unusual expense. We 
have one man taking care of the ma- 
chines, although this is not near enough 
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to keep him busy, for it would be just are adding three extra machines now.”’ 
as easy for him to take care of six as it The reports cover the operation of 
would two, thereby greatly reducing this equipment for periods of one 
the cost of maintenance. In fact, we month as follows:— 


MONTH OF JUNE 7th TO JULY 7th, 1910. 


TRUCK NO. 3. 


Comparative operating costs of one 1000 lb. Truck and two 1-horse wagons—for setting electric 
meters—25 days. 


Electric Two One- Horse 


Truck Wagons. 
Number of meters set . 343 330 
Number of meters returned. . . 203 188 
Total number of meters handled . 546 518 
Number of Change name orders . . 85 112 
Number of Trouble 59 87 
Number of Orders executed . 690 717 
Number of Miles run. 677 No record 
Expense Electric Truck. Expense 2 One- Horse Wagons. 

Current for charging car 238 K.W.H...$ 9.92 Hire for 2 stable horses, each per month, 
Labor of man, charging car. 30.00 OIG 516 hig ee oA nese Sm sia ie $ 70.00 
Tallow for chains. . . .10 ‘Two meter men at $3.00 per day... .... 150.00 
Kerosene Oil, one-half gallon. 05 Interest and Depreciation on 2 single 
One-half bolt cheese cloth . 1.25 wagons value, $300.00, 10 percent.... 2.50 
Sulphuric Acid, 5 lbs. 65 
Machine oil, 1 pint 05 
Electric light for garage. . . 1.83 
Meter men, 2 at $3.00 per day . 150.00 
Interest and Depreciation, 10 per cent on 

$2,200.00 18.33 

Total cost per month. $212.18 Total cost per month. .... os $222.50 

Saving in favor of the electric truck per month............ Dp ROR as en $ 10.32 


Total number of K. W. H. per truck miles, 238 divided by 677 = .375 K. W. H. 
Total cost per truck mile for current only, $9.92 divided by 677 = $1.47 





CMENPMDENOO TVET MQ UWN SEA so fe... saa ahe Siefenen Ae sichne Cidue. dels aiee eee nae 0404 
MONTH OF AUGUST, 1910. ELECTRIC DEPARTMENT—TRUCK NO. 3. 
Work Done. . 
Truck Wagon 
Orders out ....1496 569 
Meters set . s .. 885 121 
Meters returned . 207 106 
Trouble calls. . . soy ae 42 
Changed name. = . 99 53 
Total orders executed . , Bc . 651 322 
Miles run. Sk asietnth palace OR No record 
Expense of Electric Truck. Expense of One- Horse Wagons. 
Charging current 291.5 K. W. H. at5c..$ £14.57 Rental ofhorses.................... $ 35.00 
Charging car (labor)... .... 30.00 Repairs to wagons................... 42.50 
Gasoline, one-half gallon seats .08 Labor, one meter setter... .... Pe ok 
One 32-C. P. Lamp..... .22 
Labor, two meter setters. ..... 194.40 
Total per month. Tae a $289.4 27 TORGGOPMORIN: «5 655 S550 Sh aoe $174.70 


TRUCK NO. 5—CAPACITY 2000 LBS. 25 WORKING DAYS. SETTING GAS METERS. 
JUNE 7th TO JULY 7th, 1910. 
Electric Two One- Horse 


Truck Wagons. 
Number of meters set. . ee <ethagth ater 363 318 
Se eeee ener Wer PREIS ooo. oo ¢ saves dls susve care G91 bk be eee we 238 245 
Rr RUeSeI PE III on ooo ks Se has bac din Os oe Ano oR 601 563 


Number of meters changed names....... aneernn ~ 7 118 
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Electric Two One-Horse 


Truck No. 5, continued Truck Wagons 
Number of trouble orders... . . 216 91 
Number of orders void—held up... 198 Q15 
Number turn off—turn on. . . 
Number of orders executed . ; 1092 987 
Number of miles run... . 590 No record 
Expense Truck No. 5. Expense of 2 One- Horse Wagons. 

Current used charging car 290 K. W. H.. $11.79 Board and stable, 2 horses, maintenance, 
Labor of man, charging truck 30.00 shoeing, repairs of harness and wagons $ 60.00 
Tallow for chains... . 10 Two meter men, each $85.00... . 170.00 
Kerosene oil, one-half gallon. 05 Two helpers, each $55.00. . 110.00 
Sulphuric acid... .. 65 Interest and Depreciation on 2 horses, 
One-half bolt cheese cloth 1.25 value $600.00. Figured at 10 percent 
Machine oil... .... 05 of investment 5.00 
Electric lighting for g: arage. 1.83 
One meter man. . 85.00 
One Helper... . 55.00 
Interest and Depreciation, 10 per cent 

(Value $2,650.00) . 22.08 

Total cost per month $207.80 Total cost per month. $345. 00 


Company owns its horses for this department, boarding same at stables. 

Prior to installing electric truck, there was one meter man to each wagon, but since substituting 
the truck we only keep one meter man and one helper, cutting the number of men in half, or in other 
words, eliminating a meter man and helper in this department. Total cost per truck mile (for cur- 
rent only), $11.79 divided by 590 K. W. H. equals $1.99. 


Total cost for operating 2 One-Horse wagons per month. . $ 345.00 
Total cost for operating one electric truck . . Na seen sit 207.00 
Saving per month of electric truck over two one-horse wagons . $ 137.20 


Since the saving per month is $137.00, the total saving per year at above figures is $1646.40. 

The above truck is covering the same territory formerly covered by the two one-horse wagons, 
and up to date there has been no apparent depreciation in batteries, tires or other parts of truck, 
and it is giving perfect satisfaction. 


RECAPITULATION 


Operating costs of two electric trucks for setting gas and electric meters from June 7th to July 
7th, 1910—25 working days—compared with work done by four one-horse wagons previous to the 
time electric trucks were put into operation by the Oklahoma Gas & Electric C ompany, of Oklahoma 
City, Oklahoma. 


Truck No. 3. 


Used for setting electric meters. 


Total cost for operating 2 one-horse wagons.............. wan ateaae ds: a Lieieea aoe . 8 222.50 
Total cost for operating electric trucks... .... .. m Sota iy Ae alae ae eae 212.15 

Total saving per month... . . foe eet eo a, ; aoe 10.32 

Total saving per year... . a eee NG EDS 123.84 

Truck No. 5 
Used for setting gas meters. 

Total cost of operating one-horse wagons. . $ 340.00 
Total cost of operating electric truck... . 207.80 
Total saving per month......... $137.20 
Total saving per year......... 1646.40 
Total cost per month for operating four one-horse wagons for both gas and electric depart- 

NUM Slog See TaN iw ele da sient BAGO bara & Sat AA el aele Gitelek mate e Walenta ne ae $ 567.50 
Total cost per month for operating two electric truc ks, No. 3 3 3 and No. , . for both depart- 

WINN 6c scons teste On cosh a5 6c em Lean ay APE. 0004 trad iar oa eA Tane evel aeeiar acallola anchor Ste ere “ty 419.06 
Total saving per month for operating gas and electric departments, using electric trucks. . . .. & 147. 


Total saving per year in both departments. ............... 00. cece ccc ceccceeeceeeeuns $1 7710.24 











Where Financial Men Go Wrong 


Property Which We Call **Real” is the Least Substantial Form of Wealth Known. 


By W. E. Bayard 


Property which we call “‘real’’ is 
the least substantial form of wealth 
known. 

When Anthony and Cleopatra were 
earrying on their famous flirtation, 
there were certain stretches of desir- 
able and high-priced ‘real’ estate 
along the Nile which are now but the 
breeding grounds of crocodiles. When 
Marcus Aurelius was governing Rome 
with one hand and writing philosophy 
with the other, folk paid in gold coin 
for “real” property which now could 
be bought for a song. What makes 
the value of “real” estate real, is the 
brains and sweat and mental agony 
that are concentrated on, at or near 
that spot. Of course there are excep- 
tions to this generalization, but essen- 
tially it’s true 

Therefore, when a central station 
property is valued according to the 
real property involved—valued upon 
the land and buildings and machinery 
and franchise—it is falsely valued. 
The property is worth what the brains 
and energy of its directors and em- 
plovees make it—no more, no less. 
A million-dollar plant with no custom- 
ers is worth what it will bring as junk, 
unless human energy and human skill 
develop the market. It is upon this 
‘point that financial men most fre- 
quently go wrong. 

Perhaps, before the reader decides 
that I am an entire fool and _ tosses 
this article aside, it would be well to 
advance proof. You have it in the 
annual per capita earnings of lighting 
plants throughout the country; for in 
some places these earnings are but 
three dollars, while in cities of no 
greater natural advantages the earn- 
ings have been raised to double or 
treble that figure. In both cases the 
‘real’? investment may be practically 
identical, but the investment in brains 
—and in the right diversity of brains— 
is what makes the difference. 


Consider for a moment, a concrete 
case: We have a central station in a 
city of 25,000 population, upon which 
have been issued $100,000 of securities, 
represented by tangible property. 
The earnings, let us say, are six per 
cent, so that the issues are salable at 
par. The gross earnings are three 
dollars per capita. With an additional 
investment of $12,500 in brains, the 
gross income can be raised not less 
than one dollar per capita. Our total 
investment, then, is $112,500, upon 
which we get a gross revenue of $100,- 
000 per year. Assuming the same 
ratio of net profit as before this change 
occurred, we find that we are making 
7 1-10 per cent instead of 6 per cent, 
and as statistics prove that gas and 
electric stocks increase in value 10 
points for every 1 per cent of additional 
net earnings, we find that the property 
is now worth $123,750 to us. 

The questions and objections which 
will be raised against this line of rea- 
soning are many, but there is a funda- 
mental and proven truth behind the 
statements. Most insistent among 
the objectors will be those who attack 
the theory of considering the hire of 
men as investment. But why not? 
A patent, which is evidence of brain 
effort, is listed by a manufacturer as 
a tangible asset. A copyright is 
named as “real” property by a pub- 
lisher. ‘Good will” is listed on the 
resource side of the merchant’s ledger. 
Why, then, should not the cost of a 
definite commercial result, such as 
the increasing of a central station’s 
per capita earnings, be considered as 
an investment? 

So long as a central station com- 
mercial campaign is looked upon as an 
expense—so long as the preliminary 
ground-clearing and organization costs 
are required to be met out of imme- 
diate revenue, there can be no really 
aggressive forward movement. The 
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central station financial man, like the upon the money that goes into the 
backer of a manufacturing concern or building of the market in exactly the 
the promoter of a real estate develop- same way as he looks upon the money 
ment, must make his investment in’ that goes into the building of the 
commercial brains. He must look _ plant. 


Selling a Chinaman 


Sa 
JAMES G. GRIFFITH, | ails 


Sill) SSS 


Supt. Lighting, Allegheny Valley Light Company, New Kensington, Pa. 





Have you ever thought of the Chinaman as a prospective customer? If 
not, get a good electric washing machine, run a service line to his laundry and 
let him wash just once and see if you don’t get a new customer. Don't waste 
your time trying to talk to him, show 
him what it will do. You will not only 
get him, but you will get all the Chinamen 
in your town. 

We arranged with a Chinese laun- 
dry to send a “Thor” washing machine 
with one of our men to help them wash 
for one day, just merely to get an oppor- 
tunity to demonstrate the advantages of 
its use. On Monday morning bright 
and early, one of our men and the writer 
called upon them to make the demon- 
stration, the Chinamen standing around, 
not even very anxious to help us get 
started, though we finally got them to fill 
the machine with collars and the nec. 
essary water. I made it my business to 
light the gas heater under the tub to 
show them how the clothes could be kept 
boiling while. being washed. It seemed 
like a holiday to see them. They 
were sitting around smoking their pipes 
and it was rather a difficult day for us 
not being accustomed to that particular 
odor— but we were determined to make 
a success of our demonstration. After the collars were washed I felt confi- 
dent that I had gained my point, as after examining the collars they said that 
they were “much more whitie’ than before. 

In the evening I called upon them to ascertain what they thought of the 
outfit and after talking about the cost of it and the terms of sale, I not only suc- 
ceeded in selling that machine but received a letter from them recommending 
it to another Chinaman in town. So you see I not only sold two machines that 
day but got two new power consumers. 
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THE “ELECTRICAL TRUST’’— 
GOOD OR BAD? 


Mr. Wickersham is, according to 
the papers, about to smash the “‘elec- 
trical trust,” and the Washington 
news agencies are sending out a mass 
of appropriate trust-busting corres- 
pondence containing the usual objur- 
gations to extortionate prices, _fic- 
titious patent licenses and the crush- 
ing of competition. This is altogether 
in line with the prevailing fashion. 
It is to be hoped, however, that some- 
where someone with a voice sufficiently 
clear and authoritative will rise up and 
explain to the Department of Justice, 
to various legislative bodies and to the 
editors of magazines-of-dissatisfaction, 
that the force which they are combat- 
ing is the first law of nature, and that 
until that law is repealed the present- 
day practice of raising Ned with trusts 
ean result in nothing but annoyance 
and court fees. 

Not only manufacturers but buyers 
in every industry long ago learned 
that co-operation and construction are 
more profitable than competition and 
destruction, and many of the so-called 
trusts were the outgrowth of competi- 
tive conditions as intolerable to the 
buyers as they were ruinous to the 
manufacturers. So, granting that 
there is an “electrical trust,’ such as 
Mr. Wickersham imagines, it is very 
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doubtful whether the buyers of elec- 
trical apparatus would willingly see it 
reduced. 

In an industry where co-operation is 
substituted for competition, we have 
still the competition in quality which 
keeps the output of each individual 
manufacturing plant at the highest 
standard of excellence; which keeps 
the inventine genius at work, and de- 
signers constantly studying to improve 
the product. Under the condition of 
controlled price, the salesman’s only 
argument is quality, and this argu- 
ment, repeated and reiterated, acts as 
a leaven which within a comparatively 
short time raises the standard of the 
entire industry. 

To be sure, abuses can and do enter. 
Revolutionary developments are held 
back; men who will not “play the 
game’ find it difficult to do business; 
prices are sometimes far above fair- 
ness. But these abuses, even if ram- 
pant, are not so bad, from a broad 
humanitarian standpoint, as the battle 
and bitterness and unscrupulousness 
of competition. 

Men who have tasted the civilizing 
influence of co-operation will never be 
forced by law to revert to the savagery 
of competition. It is not human 
nature to travel crab-wise. Sooner 
or later the solons will see that a law 
which makes commercial peace a 
crime cannot be enforced until a way 
is devised to repeal the first law of 
nature. 


CULTIVATING THE SORE-HEAD 


It takes a good deal of moral courage 
to offer the glad hand of friendship to 
an enemy—especially to a business 
enemy. The fellow who is going 
around among your customers calling 





Rosa? Soe 
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you six kinds of a crook because he 
forgot to turn off the cellar light, really 
seems to deserve personal chastise- 
ment; but because it is not good busi- 
ness to punch a customer’s head you 
swear softly under your breath and 
dub him “chronic kicker’ or 
head.” 


*“sore- 


But has it ever occurred to you that 
there is profit in cultivating just this 
unfriendly type? 

The other day, while I was walking 
down the main street with a commer- 
cial manager, he whispered to me, 
**Here the kicker in 
town.” I was prepared to see him 
pass the man with a curt nod; but no 
he jumped half way across the walk, 
grabbed the man’s fist with exclama- 


comes worst 


tions of real delight and proceeded 
with broad grins and in a loud voice to 
ask particularly after his health and 
prosperity. 

thought the 
friends. Before 


A stranger would have 

men the 
the interview 
ended the commercial manager had 
forced a cigar into the kicker’s hand 
and was holding a light for him; had 
invited him to attend one of the morn- 
ing meetings of the Commercial De- 
partment, and had tipped him off to a 
business proposition which, it later 
developed, resulted in 
profit for the kicker. 

It was an excellent example of 
moral courage and, it seemed to me, 
of clever acting. 


two best of 


Was 


considerable 


But I was wrong. 
It was not acting at all: it was a sin- 
cere effort at friendliness. For as we 
turned away, the commercial manager 
said: “Friendliness is a habit. 
to be afraid of knockers, but now I'll 
go six blocks out of my way to shake 


I used 


hands with one. The best busi- 
ness friends I have are converted 
kickers.” 
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THE 1912 CONVENTION AT 
PORTLAND 
The Pacific Coast 


months been feeling the sentiment of 


has for several 


the industry preparatory to soliciting 
the 1912 convention of the National 
Electric Light Association; and Port- 
land, Oregon, now comes forward with 
an invitation endorsed by the Governor 
of the State, the Mayor of the city, 
and various local interests, including 
This 
the January 
meeting of the National Electric Light 


the lighting company. invita- 


tion was discussed at 
Association Executive Committee. 

At first blush it seems a long way to 
take a convention as large as that of 
the National On the 


other hand, a Association 


Association. 
National 
cannot be national if it is too closely 
The 


New England Section of the Asso- 


bound by territorial restrictions. 


ciation expresses this feeling well in 


the following words, which are ab- 


stracted from minutes of a_ recent 
meeting. 

“The opinion was expressed and 
heartily endorsed that so large and 
comprehensive an Association as the 
National body should not confine its 
meeting places to east of the Rocky 
Mountains, but should demonstrate, 
especially to the people of the West, 
that it is a National body and has the 
interests of every part of the territory 
in mind. The belief was expressed 
that to hold the annual convention in 
Portland in 1912 would be a practical, 
comprehensive demonstration of this 
broad, comprehensive interest.” 

One thought which will occur to 
located 


members of the Association 


east of the Mississippi is that it is 
very much farther from New York to 
Portland than it is from Portland to 
New York, in spite of fundamental 
mathematical law to the contrary. 
Still, there are some very great bene- 
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fits to be gained from holding the con- 
vention in the Far West, the greatest 
of which will probably be a_ better 
understanding of, and appreciation 
for, the various Eastern Sections of the 
Association. To a considerable ex- 
tent, it has been felt that the New 
England, Pennsylvania and other ter- 
ritorial sections are more or less unim- 
portant remains of the old state asso- 
ciation idea, whereas, they have in 
truth a very distinct and valuable 
function to perform. This value would 
be recognized should the National 
Convention go to the Coast, for the 
local conventions would then supply 
to many members of the industry who 
could not take the long trip, a very 
adequate local substitute for the large 
annual gathering. 








N. E. L. A. Growth 

With the new year the National 
Electric Light Association has taken 
another leap forward in membership 
and on January 21st crossed the 6500 
line. This is a gross gain of over 1500 
since the St. Louis convention and a 
net gain of about 1250. The Cana- 
dian Electrical Association voted last 
week to affiliate with this body, and 
this will also bring a large accession; 
while new company sections are being 
formed in Pittsburg, Allegheny City, 
Scranton, Connellsville, Pa., and other 
cities. Mr. H. H. Scott, the chairman 
of the membership committee, esti- 
mates that 7000 members will be en- 
rolled by the end of the month and 
that the number may easily be 8000 
by the next annual convention in June. 
The membership fifteen months ago 
was slightly over 3000. A number of 
smaller central station companies are 
included in the new membership. 


N. E. L. A. Convention in New York 
Formal announcement has been 
made that the coming annual conven- 
tion of the National Electric Light 
Association will be held in New York 
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City during the week of May 29th- 
June 3d, with four days of business 
sessions. 

The meetings will be held in the 
United Engineering Building at 29 
West 39th Street, where the offices of 
the Association are located, equidis- 
tant from the New York Central and 
the Pennsylvania terminals; and the 
three largest auditoriums in the build- 
ing, seating not less than 1800 persons, 
all told, have already been secured. 
No hotel has been selected for head- 
quarters, but a Hotel Committee has 
been formed with Mr. Frank W. Smith, 
Secretary of the National Electric 
Light Association, as Chairman, which 
this year will undertake to make 
definite reservations. The manufac- 
turing members of the Association, in 
view of the fact that there is another 
electrical show in New York in Octo- 
ber, have voted to dispense this year 
with the collective exhibit. The at- 
tendance at St. Louis was about 2700 
out of a membership of 5250. The 
membership is now nearly 6500, and it 
is thought that the attendance will be 
not less than 3000 to 3500. 


The Institute Edison Medal 

The Edison Medal Association, 
which was formed by the friends and 
admirers of Mr. Thomas A. Edison 
to found a gold medal in the American 
Institute of Electrical Engineer cele- 
brating the invention of the incandes- 
cent lamp and twenty-five years of its 
successful use, has just closed up its 
accounts. The association began its 
work five years ago and raised a fund 
of somewhat over $7600 for the pur- 
pose. Of this amount $5000 was 
placed in the hands of the institute for 
the medal fund. The medal was to be 
awarded to students of electrical engi- 
neering, but this was changed, and only 
one award was made to a student com- 
peting, the amount being $150 without 
a medal but with a special certificate. 
Under the new deed of gift, the medal 
is awarded for meritorious achieve- 
ment in electricity, and this year Pro- 
fessor Elihu Thomson was the first 
recipient, 
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Building “Charleston’s Reflection In The Sky” 


How Electric Advertising is Being Popularized in Charleston, S. C. 


By W. W. Ferris, Electric Advertising Expert for the | 


The Charleston (S. C.) Consolida- 
ted Railway & Lighting Company is 
one of the properties most recently 
acquired by the United Gas Improve- 
ment Company, Philadelphia, and the 
first serious campaign for new business 
has just been inaugurated. Before 
starting the active work, we did con- 
siderable newspaper advertising and 





W. W. Ferris 


found when the personal solicitation 
began, that nearly every prospective 
buyer was anxious to know about what 
his neighbor intended to do. So we 
hit upon a scheme that worked out 
nicely. 

We sent out 100 personal letters 
enclosing a return postal card and 
notifying the leading merchants of the 
city that we would install a limited 
number of electric signs on the weekly 
installment plan, including the price of 
current. The idea was to place only 
ten signs on this basis. This we did 
within three or four days, and out of the 
100 return postal cards, we received 
answers from forty-eight, so you see 
we had some prospects to work on 
after we had landed the ten. These 
ten signs were sold to merchants on 
different streets and you can imagine 
the results as soon as these signs were 
put up. 





G. |p Pri yperties. 


Along with the newspaper advertis- 
ing, we used cuts of some well-lighted 
window, sign or street. Among them 
was one entitled ““Charleston’s Reflec- 
tion on the Sky,”’ which created wide- 
spread interest and was discussed in the 
press under the head, “Community 
advertising,” as follows: 


Op another page of this paper is a feature which should 
contain food for thought on the part of every public spirited 
citizen of Charleston. We refer to the advertisement of the 
Charleston Consolidated Railway and Lighting Company 
As an advertising appeal it speaks for itself; the heading, 
“Charleston’s Reflection on the Sky,” referring to the aura 
made by the electric lighted city skyline, and below, the 
laborer, professional man, homeseeker, business man and 
other types of desirable citizens looking up as though at- 
tracted by this beacon—these, with the brief printed text 
place before the eve of the reader a vivid impression that 
“The well lighted city draws trade.” 

But the point to which we would call especial attention 
is the broad spirit manifested in this bit of publicity. It is 
a striking example of “community advertising,” a term 
that is much heard nowadays in publicity circles. While 
avowedly advertising a public utilities company, the adver- 
tisement is at the same time calling attention to the advan- 
tages of Charleston as an ideal city for business. In other 
words, not only the company that pays for that space but 
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One of the Charleston (S_C.) Newspaper Ads 
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every merchant and manufacturer, every citizen in Charles- 
ton is benefited. 

One of the lessons that we have learned in this age of new 
business ethics is that we benefit ourselves when we benefit 
others, and vice versa. 

Not so many years back it would have been thought a 
profligate use of money to pay for space in ne wspapers or 
magazines for the exploitation of a city’s advantages Iti is 
different now. Within the last five years some American 
cities have greatly increased their population and induced 
new industries to open up within their limits by free use of 
printer's ink. And today this method of advancing a 
city’s interests is scarcely more than in its infancy. For a 
city which has no advantages worth placing before the 
general public, there would, of course, be little or no profit 
in it, but with the really progressive city the rule holds 
good, “If you have a thing worth advertising, advertise it. 

Charleston’s Chamber of Commerce is fortunately situa 
ted in that any publicity which it might undertake is well 
warranted by the city’s condition and resources. And in 
any campaigns of this nature that may be inaugurated, it 
should not be lost sight of that all advertising which makes 
for improvement in the city’s appearance, such as that 
which is intended to secure better lighted streets and stores, 
is of direct help to the city as a whole. 


We assisted the Charleston Adver- 


tising Club in selecting a_ slogan. 
They offered three prizes for sugges- 
tions. And altogether there were 


1210 slogans suggested, out of which 
one was selected. It is, ““See Charles- 
ton First.” Out of the batch we 
selected one that we thought was a 
good club yvell—‘“Charleston Import, 
Export, Seaport, Charleston.” 

The slogan was adopted on one 
Tuesday evening and on Thursday 
evening the club gave a banquet to 
make it public. The banquet was 
attended by three hundred merchants. 

The electric advertising in Charles- 
ton will be secured on a flat rate basis 
from dusk until midnight. 


Breach of Promise 

Here is an item which appeared 
editorially in a recent issue of The 
Electrical Times of London: 

“Last week the City of London 
Court decided a case which should 
help to accelerate the provision of elec- 
tric fans in ships’ cabins hitherto with- 


out them. A gentleman who had 
traveled home with his wife and 
daughter in the Union-Castle S. S. 


Avondale Castle from the Cape, had 
been led to believe by the company’s 
booklets that there were fans in all 
the cabins. There was no fan in his 
wife’s cabin, however, and he had to 
pay 44 19s. 2d. for her to be accom- 
modated elsewhere with the electrical 
blessing so much to be desired. Upon 
reaching London he sued the company 
for breach of contract; they had prom- 
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ised not only to carry passengers, but 
also to fan them, and had omitted the 
latter item. He won his case, leave 
to appeal being refused. 

“Judge Rentoul thought that any- 
body reading the booklet would feel 
sure that the cabins had electric fans 
in them. If there had been such a 
fan, no matter how defective the ven- 
tilation, the company would not have 
been liable. Even if fans had been 
provided and had gone wrong, there 
would have been no case. He there- 
fore found for the plaintiff, with costs. 
The case is all the more interesting to 
electrical people in that the applicant 
for justice against the Union-Castle 
was Mr. Justus Eck, of Union Electric.”’ 


Lighting Up Anderson, S. C. 


The Central Station, the City Council and the 
Merchants Co-operate 


Mr. A. E. Holman of the Anderson 
Water, Light & Power Company of 


Anderson, S. C., tells the following 
interesting story of recent develop- 


ment in the illumination of that little 
southern city. 

“Tt is not an uncommon thing,” he 
says, to find among the towns of 
6000 to 18,000 a self-satisfied people. 
To be moderately progressive is all 
they ask, and a central station in a 
place like this is apt to fall in the same 
rut instead of becoming a stimulant 
to the town. The conditions around 
Anderson, S. C., have been very favor- 
able to the present light and power 
plant, due solely to the pride the offi- 
cers and employees have always had 
in their city, and long ago when a 
thousand light machine was becom- 
ing a reality the town was given the 
name of ‘Electric City.” The plant 
continued to grow until today we have 
a modern high-tension hydro-electric 
plant developing 6000 hp. with prac- 
tically this entire power used for day 
load in the different manufacturing 
industries, mainly cotton mills. 

“From 6 p. m. to 6 a. m. our load is 
lightest, so we naturally turned our 
attention to special street lighting. 
The business section of our town, as 
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in most towns of its size, centers 
around a public square or plaza. To 
make this section the most brilliantly 
lighted spot would naturally appeal 
to every business man of that section. 
Therefore we dropped the hint to one 
of the live merchants that we would 
be willing to install a system of decora- 
tive lamp-posts, and furnish the power 
at a very low rate per month, if they 
would co-operate. We _ offered to 
finance the deal, and figured the cost 
to them at $1.00 per month per mer- 
chant, we to do the collecting by add- 
ing this amount to the monthly light 
bill of each merchant who subscribed. 
One of the business men took this 
proposition before the Chamber of 
Commerce and a committee was ap- 
pointed to canvass the town for sub- 
scriptions. The company was called 
on to explain the plan of lighting. 

“Our public square is about 300 feet 
by 450 feet and the civic association, 
composed solely of ladies, voluntarily 
keeps this plot beautified by flowers 
and palms. As soon as this associa- 
tion heard of the plan to light the 
square they volunteered to put up iron 
posts of neat design for these lights. 
The square was to be festooned with 
225 G60-watt 14.6 v. series tungsten 
lamps in series parallel on 220 volts. 
The city council then became inter- 
ested and offered to have free open air 
band concerts, which added another 
stimulant to the lighting scheme. 

“The city council was not asked to 
furnish the lights because we were 
afraid of the fellow whose business 
would not be benefited directiv by 
this special light, and we felt that the 
music furnished by the city would 
bring even more people from their 
homes and inspire the merchants on 
the square to light up their show win- 
dows—another source of revenue for 
the central station. Each merchant 
was asked to contribute one dollar 
per month, regardless of the size of his 
store. Some gave $1.50 and some 
nothing, but it was sufficient to carry 
out our project and the town has been 
greatly changed, in so far as its nightly 
appearance is concerned.” 
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Union Electric Truck Garage 


A New Feature of Central Station Service in 


St Louis 


The Union Electric Light and Power 
Company of St. Louis has opened to 
the public an exclusive electric truck 
garage. which is a model in every de- 
tail and its size, location and cost 
shows plainly the opinion of at least 
one central station as to the future of 
the electric truck. 

The garage is located in the 
heart of the business center, a map 
issued by the company showing that 
95 per cent of all freight terminals and 
important business houses are located 
within a radius of one and one-fourth 
miles. The garage fronts seventy 
feet on the main east and west artery 


very 





The New St. Louis Garage 


of St. Louis, just nineteen blocks from 
the river. It is one hundred seventy- 
five feet deep and the peak of the roof 
rises fifty feet above the floor. There 
is not a pillar or obstruction of any 
kind in the building. The roof equip- 
ped with eight large skylights insures 
an abundance of light and ventilation. 

Along both sides of the garage adja- 
cent to the walls and across the front 
end there extends a trench constructed 
of concrete closed over at the top by 
iron plates, which trench contains all 
piping and wiring. The concrete 
forming the trench is carried up above 
the floor level six inches, serving the 
double purpose of keeping water on 
the floor from running into the trench 
and acting as a chock for the wheels of 
the vehicles to run against, preventing 
careless drivers from backing or run- 
ning wagons into the walls. 

The various charging circuits are 
carried from the switchboard to the 
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cast iron plug boxes in grooves mould- 
ed in the concrete walls of the trench. 
After the wires were installed com- 
plete, these grooves were closed in by 
strips of transite or asbestus lumber, 
held in position by cement. The 
various circuits are therefore separ- 
ated in an absolutely fireproof and 
practically non-conductive material, 
at the same time permitting access at 
any point at small expense and in a 
manner permitting easy repairs. 

The charging current for each vehi- 
cle is controlled on a switchboard sup- 
plied with energy from the Edison 
three-wire system at a pressure of 
approximately 120 volts on each side 
of the system. Charging plug cir- 
cuits are arranged on either side of the 
system so as to secure a_ practical 
balance under almost any conceivable 
arrangement of wagons in the garage. 





Interior View of Garage 


The individual circuits are controlled 
by single-pole double-throw switch in 
series with a Noark fuse of suitable 
capacity. On the same leg of the cir- 
cuit controlled by the. fuses and 
switch is connected in series a carbon 
compression-type rheostat permitting 
an infinite range of adjustment within 
its capacity. The single-pole double- 
throw switches are arranged so that 
when thrown down the circuit is con- 
nected directly across the bus bars 
with no instruments in circuit other 
than the general bus bar instruments 
and any instruments which happen 
to be on the vehicle. When thrown 
up, the switch connects its charging 
circuit in series with an ammeter and 
closes auxiliary contacts which give 
a voltage reading across the terminals 
of the battery. The attendant is 
therefore in a position to go over all 
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vehicles being charged at frequent 
intervals without undue labor, which 
greatly contributes to the systematic 
and proper charging of the vehicles 
and the recording of readings at regu- 
lar and necessary intervals, which in 
turn assures the vehicle being cut off 
of charge at the proper time. 

The charging outlets are located at 
regular intervals on the wall and each 
outlet has its own receptacle for a 
lead light plug. A second set of out- 
lets are suspended upon the girders of 
the roof and are so constructed that 
they automatically rise to the roof 
when not in use. 

A roomy office opens off of the main 
floor immediately adjacent to the 
board. 

A battery room, 21 feet by 50 feet, 
opens off the opposite side of the garage 
and next to this is the storeroom and 
repair shop of equal size. In these 
two rooms particular attention has 
been paid to ventilation and light and 
from the work now in progress, it is 
easily seen that they will be equipped 
in the most modern and up-to-date 
fashion. The Union Company is the 
St. Louis distributor of a well-known 
make of battery and will consequently 
be in a position to give this important 
feature of the business efficient atten- 
ion. 

In the repair shop all repairs of a 
simple nature will be undertaken, but 
free use will be made of the extensive 
motor and machine shops of the com- 
pany when extensive repairs are neces- 
sary. In this way a truck owner will 
have at his disposal high-class labor 
and expensive and accurate machinery 
that no garage could afford. 

One important feature is the space 
available for enlargement should it be 
necessary. Immediately adjoining the 
garage on the west is a space 66 feet 
front by 100 feet deep and on the east 
a lot 148 feet front by 170 feet deep, 
all of which is owned by the company 
and will be converted into a huge 
garage if the present one meets with 
the success it warrants. 

The Union Company is not new to 
the garage business. Four years ago 
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it opened an electric pleasure car gar- 
age and instituted an extensive educa- 


tional campaign. Its efforts in this 
direction have been crowned with 


success, for in that time the number of 
cars in service in the city has increased 
from eleven to about three hundred, 
the number of sales agencies from one 
to fourteen and the number of electric 
garages from one to ten. If it can do 
for the truck what it has done for the 
pleasure car, St. Louis is destined to be 
the electric vehicle city of the country. 


Advertising in Lincoln 
Lincoln, Nebraska, boasts some of 
the most extensive and spectacular 
commercial outlining installations in 


Spectacular Display 


the country. The night photograph 
here reproduced gives a good idea of 
the brilliant effect produced. 

Mr. J. E. Shuff, commercial man- 
ager for the Lincoln Gas & Electric 
Company, reports two large signs just 
contracted for which will be prominent 
features in the near future. One is a 
furniture sign and will display the 
firm name surmounted by the outline 
of a stove. The stove will operate on 
a flasher and periodically give place 
to the outline of a chair. 

The other sign is for a candy store, 
and represents a soda fountain with an 
operator drawing soda from the faucet. 
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The North Shore Wiring 
Campaign 


A Few Figures Covering the Methods and Re- 
sults Gained 


The North Shore Electric Company 
of Chicago operates in the suburban 
territory along the lake shore and 
north of the metropolis, including the 
city of Evanston. This territory is 
largely a residence and small farm 
district and a large part of the com- 
pany’s load is represented by this 
class of business. The North Shore 
Electric Company has pursued an 


exceedingly liberal policy in dealing 
consumers, 


with its assisting them, 
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in Lincoln, Nebraska 


where desired, in financing their wiring. 
Mr. John G. Learned, General Con- 
tract Agent, in talking of a recent very 
successful campaign for house wiring 
said: 

“About three years ago we decided 
that it should be possible to get quite 
a bit of new business in our territory 
provided we made a liberal offer for 
wiring old residences. Therefore, we 
established flat prices for wiring the 
different classes of houses, and offered 
to do the wiring and furnish fixtures 
at cost and give the customer two 
years, without interest, to pay. . As a 
result of this offer, during the fiscal 
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year ended September 30, 1910, we 
wired 619 houses, 200 of which were 
taken under our 24-payment offer. 
We attribute the balance of them to 
this offer also, though the contracts 
for wiring of the 419 houses were taken 
on a cash basis. 

“In order-to further stimulate the 
24-payment wiring proposition in our 
territory, beginning October Ist, we 
offered to give a standard 6-lb. electric 
flatiron free of charge to each new 
customer. This resulted in getting 
considerable additional business, as 
since October Ist, we have secured 
contracts for wiring 201 houses, 44 of 
which were taken under the 24-pay- 
ment proposition. At present, we 
have a mailing list of 5000 prospective 
24-payment customers and are sending 
out advertising matter every month, 
pointing out the desirability of the 
use of electric light, and also some 
matter advertising the 24-payment 
offer. We have carried on this cam- 
paign so persistently that it is com- 
monly known and talked of in the 
sixty-seven villages and cities which 
we serve.” 


Drawing the Parallel in Atlanta 


How They Portray the Comparative Virtues of 


Central Station and Private Plant Service 


Mr. William Rawson Collier, Con- 
tract Agent, Georgia Railway & Elec- 
tric Company, Atlanta, Ga., is a firm 
believer in getting things down on 
paper. In presenting a proposition to 
a prospect who is considering a plant, 
his power salesmen draw up detailed 
statements, setting forth the points of 
comparison, balanced one against the 
other, pro and con. This statement 
covers all the principal items which 
are advanced in the personal argu- 
ment and is left in the prospect’s hands 
when the talk is over. If the sale is 
not made at the first call, this serves 
as a memorandum to keep the case 
fresh and prevents the prospect, in 
subsequent reflection, from overlooking 
points which might easily slip his mind. 

Here is a preliminary statement 
prepared in connection with an apart- 
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ment-house prospect, the Georgian 
Terrace, in Atlanta: 


Central Station 


Cost—Saving of from 
3% to 12% 

Reliability—Abso- 
lutely reliable. Cur- 
rent obtained from wa- 
ter power over duplex 
lines, backed by two 
independent steam sta- 
tions and 3000 horse- 
power gas engine. 

Service—Voltage 
steady and normal at 
all times. No flicker- 
ing of lights due to 
running of elevators or 
other machinery. 

Lamps—First qual- 
ity clear carbon lamps 
in all standard sizes 
furnished free. 

Fuses—Blown fuses 
replaced free. 

Heat from machin- 
ery—None. 


Noise—None. 


Smoke—None. 


Danger of accident 
to em ployees—Mini- 
mized. 

Book-keeping ex- 
pense—One item only. 


S pace—Minimized. 


Superintendence-— 
Minimized. 


Flexibility — Abso- 
lutely flexible as ma- 
chinery can be added 
at any time, payment 
being based upon 
amount of current used. 


Life of Machinery— 
All machinery of re- 
volving type, therefore 
of long life, 


Isolated Plant 


Liable to have shut- 
down due to boiler, 
engine, generator, pip- 
ing, pump or labor 
troubles, or due to non- 
delivery of coal. 


Voltage unsteady due 
to elevators starting 
and stopping, varying 
boiler pressure and 
sticky governors. 


Lamps must be fur- 
nished or renewed at 
considerable cost. 


Furnished by you. 


During most of the 
year extremely  dis- 
agreeable to guests. 
Vibration and noise 
from reciprocating en- 
gines considerable. 
Considerable at all 
times and the cause of 
complaints and _possi- 
ble suit from neigh- 
bors. 

Considerable 


Many items covering 
all supplies ete. used 
in operating plant. 


Considerable valuable 


space occupied by en- 
gines, pumps and coal 
storage. 

Some high-priced man 
must watch plant op- 
eration to prevent 
waste. 

If additional machin- 
ery is needed care must 
be exercised not to 
overload plant. If 
this is done, additional 
engine and generator 
must be installed. 
Life of generating 
plant, boilers, engines 
and generators short, 
due either to breaking 
down, wearing out, or 
the “advance in the 
art.” The average 
life could not be ex- 
pected to exceed ten 


years. 
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CONCLUSION Dowman Dozier Mfg. Company. . 13 H.P. 
The following is a partial list of buildings using Realty Trust Company 170 H.P. 
Central Station Service in Atlanta: Rhodes Building. . . . 116 H.P. 
The Piedmont Hotel....... . 400 H.P. The Atlanta Constitution 110 H.P. 
The New Kimball. 200 H.P. The Atlanta Journal. . 175 H.P. 
The American Agricultural Corporation 710 H.P — -H. L. Schlesinger. . . 129 H.P. 
Withers Foundry Company. ..... . 200 H.P. ‘Virginia Bridge & Iron Company . 135 H.P. 
General Pipe & Foundry Company Empire Printing & Box Company. . 110 H.P. 
(abandoned isolated plant)... .. . ..200H.P. National Pencil Company. . 107 H.P. 
Foote & Davies Company......... .. 72H.P. Fulton Building... 350 H.P. 
J. M. High Company (abandoned iso- Empire Building. 450 H.P. 
lated plant) ee 88 H.P. 


Finance Methods of the Easton (Pa.) Board 
of Trade 


Columbus, Ohio is Considering the Adoption of a Similar System of 
Industrial Development 


In a recent issue of the Ohio Journal 
of Commerce, there appears the follow- 
ing very interesting description of the 
methods which have been so success- 
ful in drawing new industries to Eas- 
ton, Pa. It seems that the Columbus 
Board of Trade is considering the 
prosecution of a similar campaign. 

It says: 

“The Columbus Chamber of Com- 
merce is discussing the Easton, Pa., 
plan of giving help to new industrial 
enterprises. 

“Easton, with a _ population of 
35,000, started out to raise $500,000 
and it came so easily that $600,000, 
was subscribed. This money is not 
paid in; it is pledged so that when 
called for, it will be levied pro rata 
among the signers. Easton has had 
the scheme in use for two years and 
has secured seven new industries, but 
has not drawn one cent from the fund. 

“The method is this: Merchants and 
men of means sign a note in which 
each states the amount he is willing 
to contribute towards getting new 
industries. This joint note is then 
taken to a committee of bankers in 
the city, who determine the exact 
standing of each person signing and 
the amount that such person is good 
for. The total of these sums repre- 
sents the line of credit which is ex- 
tended to a committee of the board of 


trade, which has power of attorney 
for all the pledgers. 

‘‘When an industry wishes to locate 
in the city and needs money, this 
committee looks over the situation, 
passes on its merits and if desirable, 
confers with the bankers. As an evi- 
dence of the care that has been used in 
Easton, one hundred applicants have 
been refused. 

“If the committee decides that the 
industry is worthy and desirable, the 
property is purchased and _ building 
erected. If necessary, bonds are is- 
sued on first mortgage security of this 
property, and the committee guaran- 
tees these bonds, which thus become 
gilt edge, are easily marketed and are 
accepted by the banks as security. 

“If a concern thus aided should be 
forced into bankruptcy the amount 
the committee would be forced to pay 
would be small. If a company bond- 
ed at $80,000 is foreclosed and sold at 
$50,000 this amount is first applied 
on the bonds and the signers of the 
general note would be required to 
pay only such proportion of $30,000 
as their share of the total of $600,000 - 
would be. 

“It is believed that in Columbus at 
least $1,000,000 could be subscribed 
without trouble. A variation of the 
scheme which has been considered is 
to permit the committee to buy out- 
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right certain bonds if it is thought 
best, and thus a certain amount of 
profit might accrue. 

‘Easton advertises: ‘We have noth- 
ing to give away; we have resources to 
use, capital to loan, facilities to work 
with.” 

‘Easton has a number of enterpris- 
ing and patriotic citizens and corpora- 
tions; none of the latter, however, 
deserves more credit than the Easton 
Gas & Electric Company, which some 
time last year presented to the city of 
Easton a very handsome electric sign 
erected near the railway stations, 
which announces to the world—FKEas- 
ton, City of Resources.” 


This article does not mention one 
important point. This active cam- 
paign by the Board of Trade is also 
largely the result of the efforts of the 
Easton Gas & Electric Company, as 
described in the article, ““The Awaken- 
ing of Easton,” which appeared in the 
May, 1909 issue of SELLING ELEC- 
TRICITY. 


New Byllesby Properties 
H. M. Byllesby & Company of Chi- 


cago has recently acquired control of 
a number of additional public utility 
properties in California, including two 
important water power developments 
and several water power sites not yet 
developed. The principal local plants 
purchased consist of the electric and 
gas properties formerly owned by the 
Stockton Gas and Electric Corpora- 
tion, at Stockton; the electric light 
and power business at Richmond and 
the gas and electric properties at 
Kureka. 

The American River Electric Com- 
pany, which owns a large hydro-elec- 
tric plant on the American River in 
Eldorado County, California, and 
maintains a reserve steam turbine 
plant at Stockton, is included in the 
transaction. The Humboldt Gas & 
Electric Company, operating at Eure- 
ka, possesses a considerable water 
power development in Trinity County, 
transmitting current to Eureka 65 
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miles distant. The American River 
Electric Company’s business includes 
service to Stockton, Placerville, Florin, 
Elk Grove, Sheldon, Gault, Lodi and 
Plymouth, by means of long distance 
transmission lines, which are also ex- 
tensively utilized for supplying power 
for gold mining and irrigation pur- 
poses. The Humboldt electric busi- 
ness includes services to the towns of 
Areata, Alton, Ferndale, Fields Land- 
ing, Fortuna, Hydesville, Loleta and 
Rohnersville. 

Eureka and surrounding towns have 
a population of 22,000. They are lo- 
cated on Humboldt Bay, which af- 
fords one of the few good harbors on 
the Pacific Coast. Back of the city 
lies an immense area of Redwood 
forests. Eureka will soon be connect- 
ed with San Francisco by a railroad 
line now under construction. Stock- 
ton, with suburbs, has a population of 
30,000, is one of the oldest cities in 
California and is a manufacturing 
center of importance. Richmond, a 
newer town of 12,000 people, lies on 
San Francisco Bay south of Berkley. 
It also is a manufacturing center 
and is the location of large new shops 
being built by the Pullman Car 
Company. 

All three cities have shown wonderful 
recent growth. A new company, 
known as the Western States Gas and 
Electric Company, has been formed 
to hold the stock of the properties 
described. 


Slogan Sign for Marinette 


The City of Marinette, Wis., is to 
erect a slogan sign—one more com- 
munity to recognize the practical bene- 
fits to be derived from electric adver- 
tising. 

The Marinette sign will be suspended 
on Hall street between the North- 
western and St. Paul railway crossings. 
In the center of the sign will be a 
reproduction of the head of Queen 
Marinette, with the words, ‘‘Marinette, 
the Queen City,” beneath it. Below 
this wiil appear the words, ‘““A Home 
for You.” 
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The Pittler 
System of 


Rotary Machine 


is the first successful 
combination of Rotary 
Motion and Positive Action 








ROTARY HOUSE PUMP 
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This diagram shows how pump simplicity is made possible 


Only two moving elements—the revolving cylinder (F) and the sliding vanes (VV). Positive delivery 
n single stage at constant speed to any height within the limits of available power and strength of construc- 
tion. Suction lift up to 25 feet without foot valve or priming. Volumetric efficiency up to 98%. Adaptable 
to any convenient speed of electric motor or other motive power direct connected. Will do all that any 
positive action piston pump will do and some things besides. Superior to impulse pumps. 
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Lowest Cost of Construction 
Lowest Cost of Operation 
Highest Efficiency 

Greatest Simplicity 


PROVED 


by many successful installations since its recent 


introduction to this country 


Superiority to all other systems recognized 
by engineers, manufacturers and users. 





These Diagrams show the New Principles but cannot tell 


the whole story —WRITE FOR IT 


ROTARY HOUSE PUMP COMPANY 


103 Park Avenue, New York 
AGENTS WANTED IN ALL CENTRES 
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Putting the Motor on Your Office Pay Roll 


How Electricity can be Made to Perform Much of the Costly Manual Labor 


It is in his office that a man gives 
the most thought to efficiencies and 
economies, paring the costs and pro- 
tecting the profits. He has a certain 
standard figure at which he takes on a 
new office boy and the salaries of the 





A Motor-Driven Eraser for Draughting Rooms, Saves 


lime and Tire and does not Tear the Paper 


stenographers are increased for long 
service up to a certain point, which he 
sets as the limit. He watches the 
stamp account and the petty cash, he 
holds down the quality of the station- 
ery, and he generally reposes on the 
top side of the lid, because he knows 
that on his vigilance depends the profit 
showing at the end of the month. 

Ten chances to one, however, he is 
entirely overlooking a half-dozen fur- 
ther economies which may be his by 
the turning of a switch. In short, any 
office or store can put an electric motor 
on its pay roll nowadays, and find it 
the most reliable and profitable of its 
employees. The last few years have 
developed a whole series of electrical 
labor savers which mean dollars on 
the right side of the ledger. The most 
expensive commodity we deal in is 
human labor. An hour’s work costs 
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the price of an hour’s time, though some 
high-priced hours produce scant profit. 
But it all gets down to a basis of capac- 
ity, and if some mechanical labor-saving 
device will enable two hands to do the 
work of four, there is a healthy econ- 
omy which no man afford to 
ignore, 

When a bank or office invests in an 
adding machine, an addressograph or 
a letter folding machine, showing their 
confidence in the theory of mechanical 
labor, why should they curtail its use- 
fulness and economy by relying on 
hand power, and making that same 
expensive clerk operate the crank or 
lever? If to conserve his time is 
worth the investment, why not make 
that investment pay the highest possi- 
ble rate of interest? Why not re- 
claim the full amount of this misdi- 
rected energy and set it to producing 


can 





A Motor-Driven Adding Machine. You 
the Button 


Simply Press 
real profits? It is just such apparent- 
ly insignificant labor losses that are 
often such constant leaks. Let a 
little electric motor do this work. 


(Three) 








Every one of these devices comes with 
a motor attached, and it will operate 
from any lamp socket. 

Take the express office, for instance, 
where packages are constantly being 
sealed with wax. The usual method 
is to hold the stick of sealing wax in 





An Electric Sealing Wax Pot. A Big Economy in an 
Express Office 


the burning gas jet till it catches fire, 
hold it over the spot till it has formed 
a seal, and press it with the stamp; but 
since this is going on day after day 
and all day long, think of the minutes 
and the wax that the little electric 
sealing wax heater will save? Those 
little lost minutes help make up the 
day’s work somebody must pay for. 





The Electric Floor Sanding and Polishing Machine 


The hardwood floor polisher, the 
vacuum cleaner and the portable 
buffing motor all work to the same 
ued, and that the hardwood floors may 
be waxed and polished, the floor, furni- 
ture and draperies actually cleaned 


and the brass work burnished better 
than before, but without the slow labor 
and consequent expense. “But,’’ you 
say, “the scrub woman and the porter 
do it.” Exactly!—but the office boy 
would polish those brass signs and 
railings in a half hour and like the job 
if he had a buffing motor. The work 
of the porter and scrub woman would 
cost you less by most of the hours you 
pay for now. 

A dollar saved is better than a dollar 
gained by the work it took to earn it, 
and there is more virtue in mending 
fences than beating the brush to drive 
back the sheep. Have you ever in- 
vestigated the dollar side of your office 
labor methods? If an electrical de- 
vice can do the work and pay divi- 
dends, why not have the extra money 
to spend from your own personal 
purse? 


The Little Motor and the 
Merchant 


A Few of the Odd Jobs that Electricity will Do 
for the Storekeeper 


It would probably be hard to find a 
grocer or a butcher or a baker in the 
land who has not read and talked a 
dozen times about the virtues of the 
motor-driven coffee mill, or meat 
grinder, or dough mix- 
er, according to his 
business. These are 
the big labor savers 
that the 
march of 
progress has 
developed 
for the relief 
of the right 
arm of these 
tradesmen, 
and every 
man who 
turns the 
handle of 
a mill or 
kneads_ the 






The Electric Coffee Mill 
dough with his two good fists looks 
forward to the day when he can 
buy a machine to shoulder the bur- 
den for him. 
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No one disputes that these are econ- 
omies and sound sense investments, 
since they mean less clerk hire, better 
service to the waiting customer and 
more of that air of up-to-date pros- 
perity that begets better business. 
But there are other conveniences which 
are worth time and money to the mer- 
chant and though less known are yet 
quite as accessible and more easily 
acquired, 








The Little Emery Wheel is a Money Saver, and Banishes 
the Dull Kuife 


There is the little motor emery 
wheel, for instance. In the butcher 
shop, the delicatessen store, the res- 
taurant, the cafe, and in many grocery 
stores there are knives to be kept sharp, 
and every so often ‘round comes the 
man with the travelling grindstone, 
and ten or fifteen or twenty-five cents 
is the price of the job. And that is 
not all, for the dull knife means waste 
both in labor and in material. 

Again, there is the little portable 
buffing motor for polishing — brass, 
nickle, or silver plate. Think of the 
hours that are spent in cafes, restau- 
rants, banks, offices, barber shops and 
at soda fountains in keeping the brass 
rails, plates and other metal decora- 


tions bright and shining. There are 
hundreds of brass signs in every town 
that demand just so much attention 
if they are to be presentable and do 





A Combination Emery and Buffing Motor 


their duty. Instead of the flannel 
cloth and the hours of elbow exercise, 
the little buffing motor is held against 
the metal and polishes to perfection in 
a small fraction of the former time 
and with none of that soiling of sur- 
rounding paint work, that is the com- 
mon mark of the old method. As an 
evidence of the amount of such work 
that has to be done, in several cities 
there are men who make their living 
by going around with the electric buffer 
and polishing signs, door knobs, brass 
rails and the like. At each customer’s 
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The Portable Buffing Motor will Clean All Kinds of Bright 
Work Without Effort 
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they simply screw the plug into a 
lamp socket and the job is soon done. 

The little motor on the cash register 
is not such a luxury as one would sup- 
pose, for the busy store with a big 
machine, for here again it is a business 
balance between the cost of the extra 
convenience and the value of the 
clerk’s time. The extra labor and 
delay in the course of a busy day may 
represent an appreciable part of the 
man's time, and that’s what he is paid 
for. Make the best of it. 

Another one of the more recent 
electrical devices is of especial interest 
to the hardware man—the little elec- 
tric magnet for handling loose nails. 
The whole story of the way it works 





Nails, ‘lime and Patience for the 


Hardware Man 


Saves 


Here again it 
is a question of how much time does 
it save, for as everybody knows, it is 


is told in the picture. 


none too easy to scoop out big nails, 
and much time is lost in making close 
weight. And the proof of its practical 
worth is the fact that it is being used 
every day in many hardware stores, 
and the profit on the sale is small. 

It is the ever-fervent competition 
with the clock thai we are all fighting, 
to crowd more work done into the 
time at hand, to make everybody’s 
labor figure more conspicuously on 
the total. But the perverse 
banana peel that our over-anxious feet 


sales 





are apt to slip on are those trifling 
minutes that we waste in some trifling 
act that we have “always done that 
way.” 

If every merchant would figure his 
minutes as worth just so many Lincoln 
pennies--not to be thrown except in 
the till—there would be a good many 
more of these little motors busily 
turning these odd jobs into profit. 


Electrical Cleanliness—What 
It Means 


The Versatility of the Electrie Servant and a Few 
Things About Fresh Air 


A little electric current surely is a 
handy man to have around the house— 
and the office—-and the store. It 
vives you light, it gives vou heat, it 
gives you warm air, or cool air, or pure 
healthful air for your lungs when the 
room is “stuffy.” It will sweep and 
dust and polish the floors. It will 
cook for you, or it will give you a re- 
frigerator without ice. It will wash 
your clothes and iron them, or wash 
the dishes, or run the ice cream freezer, 
or do any other work that involves the 


turning of a shaft. But of all the 
modern applications of electricity, 
probably the most important and 


profitable to the office and the store, 
he it large or small, are the processes 
of cleaning and ventilation. 
Cleanliness may be next to godli- 
ness, beyond the peradventure of a 
doubt, and vet in the light of our cold 
business reason we may refuse to 
spend money on it. When it comes 
to signing the firm’s name somebody 
asks one of two questions, “Is 1t neces- 
sary?” or “Will it pay?” But good 
ventilation has come to be recognized 
as just as essential to efficiency and 
the profits as good heat and good light. 
The clerks in the office or behind 
the shop counter represent a big in- 
vestment. They pay dividends in 
work. That’s why you spend money 
for steam heat each winter. It isn’t 
philanthropy. There’s a sound busi- 
ness reason behind it. If the store or 
the office is not comfortably warm, 
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your employees’ hands and your own 
are cold, and they can’t work and you 
can't work for talking of it and think- 
ing of the shivers in your spine. More- 
over, your customers require it. 

And for the same reason you provide 
vood light. And for the same reason 
vou try to maintain a healthy atmos- 
phere. You pay your salaries to buy 
clear heads, active brains and nimble 
fingers, and vou know that poor light 
and “dead” air, mean eve strain, head- 
ache, listlessness, mistakes and bad 
temper, to rob you of the value of your 
purchased labor and the approval and 
support of your customers. For one 
thing, the man in the store and office 
must always bear in mind is that the 





his is What the Ozonizer Looks Like 


customer comes in from “God's free 
air,’ and if the illumination, or the 
ventilation is bad it slaps him in the 
face, as everyone knows who rides in 
the street cars in winter. 

But the relief and the prevention is 
simple, sure and small of cost-—use the 
vacuum cleaner, the ventilating fan 
and the ozonizer. The virtues and 
benefits of dustless sweeping are self- 
evident. All dirt and disease germs 
are removed and destroved, — not 
brushed up and scattered through the 
air. It is of inestimable value in main- 


taining the health of vour employees 
and in protecting your perishable 
stock, draperies and floor coverings. 





This Type of Exhaust Fan is Set in the Wall High Up 


The exhaust fan set high in the 
outer wall of any room which houses 
many people is a permanent and stead) 
paving investment. It gathers in the 
warm devitalized air that rises to the 
ceiling and forcibly ejects it with the 
resultant entry through doors and 
windows of fresh clean outdoor air to 
take its place. 

Clean air that is one important 
detail to which we have long given 
scant thought. There has been no 
means of keeping our indoor air clean 
without opening doors or windows, 
practically impossible in large build- 
ings during the cold weather), or in- 
stalling expensive ventilating equip- 
ment. But now comes that latest 








This Shows « Ventilator Operated at a Window 
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agent of electrical cleanliness, the 
ozonizer—the ozone maker—an elec- 
trical device which literally produces 
the atmosphere of the mountains and 
frees it for your use in store or office. 
It acts as does the thunder storm and 
increases the proportion of oxygen at 
large. It is the ideal system of pre- 
serving an invigorating atmosphere 
for your business. 

You eat but three times a day. 
You drink water six or seven times. 
But vou breath continuously. You 
use constant care to see that vour food 
and vour drinking water are pure and 
healthful. Can you afford to be less 
thoughtful of the air vou breathe? 

The vacuum cleaner, the exhaust 
fan and the ozonizer are not theoretical 
luxuries they are practical necessities 


to the man who would protect. the 
profits of his business. 

The Electrified Ice Man 
Hou Klectric Service Makes Posstbl the ('on- 


renience and Economy of Mechanical 


Re frigeration 


Buying ice is like paying taxes, vou 
never get through and there is nothing 
in particular to show for it by the time 
the money is spent. It is a big burden 
of worry and trouble as well as expense 





\ Motor-Driven Refrigerator Outfit 





to every man whose business involves 
the holding of fresh food stuffs. You 
must watch both the ice and the ice 
man the year around, and added to the 
dirt, trouble and expense of getting in 
the ice, is the ever-present danger of 
loss through improper refrigeration. 
The electric light wires which come 
into the building offer the merchant 
relief from all this grievance, for the 





\ Motor-Driven Ice Cream Freezer 
refrigerating machine has been devel- 
oped and perfected till it is eminently 
practical and economical for the res- 
taurant, the cafe, the club, the hotel 
and the butcher, confectioner, baker, 
dairy man or delicatessen shop, for the 


merchant or for the home. And a 
little electric 
motor will 


operate the 
plant without 
fuss or favor. 

This appar- 
atus,of course, 


makes its 
strongest ap- 
peal where 


meats or dairy 
or farm pro- 
duce is stored 
and sold. The 
economy of 
the system 
lies not’ only 
in the actual 
saving in 
power against 
the cost of ice, 
but it makes 


Fight 











it possible to display the butter or meat 
in glass wall cases in full view of the 
customer. Fresh-killed meat is chilled 
quickly and maintained at an even 
temperature insuring its preservation 
without the enormous waste of ice and 
the uncertain results under the old 
method. 

The ice cream manufacturer needs 
refrigeration for storing his milk, 
cream and fruits as well as for freez- 
ing, ageing, hardening and storing the 
finished product. Where ice and salt 
is used the waste is appalling and 
everywhere is dampness and disorder. 
With a motor-driven — refrigerating 
machine the saving in salt alone is 
nearly enough to pay for the care of 
the plant. Think of that! And 
against the cost of power you have the 
saving on ice and the value of dry sani- 
tary working conditions. Also the 
cream can be made in plain view of the 
public. For the dairy the process is 
ideal— absolute assurance of purity. 

Hotels, cafes, clubs, private resi- 
dences and apartments are never free 
from the ice bill, without an independ- 
ent refrigerating plant. The appa- 
ratus is made in appropriate sizes and 


adapted to all conditions of service. 
Hospitals, schools and factories where 
perishable food stuffs are held are 
enabled to effect remarkable economies 

It is just another instance of the 
universal helpfulness of electric serv- 
ice. Playing ice man is not the least 
of its virtues. 


Chasing the Frost Off the 
Windows 


The merchant’s show-window is his 
most appealing salesman, and to have 
the head clerk home sick is no more a 
serious menace to his business than to 
have the show-window invisible to the 
street. The heavy blanket of frost 
which hides the display on cold winter 
mornings is a direct dollar and cents, 
loss and should be treated as such. 

There is a very simple method avail- 
able in every store where there is elec- 
tric current handy. Take the elec- 
tric desk fan, laid away waiting for 
summer and set it so that the breeze 
will blow over the inner surface of the 
window and Jack Frost will hurry off. 
The frost coat on the window is caused 
by the mois- 
ture in the 











air within the 
store becom- 
ing chilled by 
contact with 
the cold plate 
glass. It con- 
denses and is 
deposited on 
the surface of 
the glass, 
promptly 
freezing. 

The breeze 
from the fan 
keeps a con- 
stant current 
of warm air 
passing over 

/ the glass and 
it prevents 
the moisture 








from. settling 


How the Electric Fan Protects Your Windows from the Frost Blanket there. 
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Motors 
For ALL 
PuRPOSES 


We manufacture motors 
(both alternating and di- 
rect current) for every 


small power purpose. We build them in sizes from one-hundredth 
1orse-power up. 











Regardless of what mechanical appliance you wish to operate, 
ve can supply you with a Fort Wayne motor particularly adapted 
to your requirements. 

No one motoriever built can run all kinds of devices equally well, 
solwe have developed a variety of types to meet all conditions. For 
years we have been making the motors used on the leading vacuum 
cleaners, water pumps, meat grinders, washing machines, vibrators, etc. 
Tell us what you want to run and we will advise you what kind of a 
motor it will need and how much it will cost to buy and operate it. 

Our new bulletin 1122 contains descriptions and illustrations of 
some twenty applications which have saved time and money for 
Manufacturers, Merchants, Doctors, Dentists, Housewives, etc. We 

want to mail you a copy—FREE. It will pay you to send for 
this bulletin and read it before you buy motors of any kind. 
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Fort Wayne | 
Electric Works 
“Wood” Systems 
1636 Broadway 
Fort Wayne, Ind. 


Branch Offices: 
Most Large Cities 

















The Small Motor in the Stable 


A Few Odd Jobs Electricity will Do Around 
the Horse s 


In a big stable such as the livery 
man, the general contractor and the 
large retail merchant must maintain, 
earing for the horses is not humani- 
tarianism, but simply good business 
vetting the highest rate of interest from 
your investment. Grooming and clip- 
ping and sharpening toe calks in win- 
ter, mean not only healthier stock but 
more hours of best work— higher effi- 
ciency in the stable. 

But the daily morning 
grooming and the rub- 
bing down at night rep- 
resent hours of slow la- 










The Little Motor that Clips, Grooms and Grinds 
Toe Calks 


borious work which has to be paid for. 
It means often that teams gei off late 
in the morning or the horses get less 
curry and brush than they are entitled 
to. This gives the electric motor-driven 
apparatus a practical value that can be 
measured in daily worth, in units of 
time saved and veterinary bills avoided. 

Stable hands who are reliable, 
steady and efficient are hard to get and 
hard to hold, therefore anything 
which makes it possible to reduce the 
amount of stable work is timely. 
The little motor with the flexible shaft 
can be used for clipping in the spring 
and fall and is available every day of 
the week for grooming, and when the 
ice lies thin on the streets, for grinding 
up the half-worn toe calks. Vacuum 


groomers are even more sanitary, for 
they take the dust out of the hide and 
hair and actually remove it, instead of 
brushing it into the air to settle on the 
horse in the next stall. Any of these 
devices can be plugged into a lamp 
socket at any point, so that they can 
he used where most convenient. 

Then there are motor-driven mills 
for crushing oats, hay cutters, sewing 
machines for mending harness, forge 
blowers, and other blowers for cleaning 
oats, a breast drill, buffing motors for 
polishing brass harness mountings and 
motor emery wheels for sharpening 
the harness maker’s tools. These 
latter will probably be found only in 
the big stables, but the groomer is a 
faithful servant to any man who must 
watch the care of many horses. 


The Never Failing Fountain 


Votor-Driven Pumps the Surest Source of 


Water Supply 


There are a great many cases where 
the city water supply is inadequate or 
not sufficiently dependable on the 
upper floors of high buildings, so that 
it is the part of wisdom to provide an 
independent resource for fire protec- 
tion. The only practical equipment 
is a motor-driven pump, for it is always 





Direct Connected Rotary Pump 
A | 


ready to give full pressure at the throw 
of the switch. 

A direct connected rotary pump is 
practically foolproof in construction, 
and delivers an even stream free from 
spurts or jerks, which is a great advant- 
age where the pump is installed for 
fire protection. Such a stream when 
ejected from the hose “‘carries’’ much 
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Practical 
Portables 


(HOLOPHANE-D’OLIER 








Desk-lighting portables are always in demand. 
Some men can't seem to work under anything but 
local lights: it was for these that the Holophane 
Portables were designed. 


Like everything else offered by the Holophane 
Company, the new Portables are the product of 
brains-plus-experience. They are strorg yet flexible 

they are handsome yet low in price — especially, 
they give the best illuminating results with the smallest 
practicable current consumption. 


We have just issued a little leaflet containing 
illustrations, prices and full data. We think you 
will be interested. Write. 


Holophane Company 
Newark, Ohio 


New York Boston Philadelphia Chicago San Francisco 
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farther than one of an unsteady charac- 
ter, which is broken up at the nozzle 
when it comes in pulsating contact 
with the air. 

For domestic water supply, where 
electric service is available but city 





A Cylinder Pump Geared to Motor 


water not yet installed, this system is 
a never-failing comfort. The electric 
motor is susceptible to none of the 
ailments that beset the windmill or the 
small hydraulic ram and is a cheap 
deliverance from the hand force pump 





Another Type of Rotary Pump 


and the curse of low water. The mo- 
tor pump is a simple, inoffensive de- 
vice, occ upying smé all space and requir- 
ing practic ally no attention. The 
consumption of electric current is sur- 
prisingly small, when you figure the 
relief from worry and inconvenience. 


That Laundry Bill 
What Electricity Can Do for the Doctor, Dentist, 
Restaurant, etc. 

To restaurants, cafes, dentists and 
physicians the monthly laundry bill 
a very considerable item. The electric 
washing machine offers relief. 

We expect the large hotel and the 
hospital to operate its own laundry 
because of the quantities of linen 
constantly being washed and ironed. 
But the man whose business entails 





The Electric Washing Machine The Foe to the Laundry Bill 


the laundering of merely napkins and 
towels, such as the doctor or the 
restaurant, naturally looks to the steam 
laundry and pays the price. 

But why? 

It has been proved again and again, 
that a restaurant can profitably in- 
stall an electric washing machine and 
employ a woman to wash and iron. 

The physician and the dentist sends 
out his towels, because it puts undue 
burden on the home laundress, but 
what if the entire labor of washing is 
eliminated? It is not hard to figure 
this out in round dollars. 
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“Wire Type” Tungsten Lamps 









400 WATT, | 
100 to 125 VOLTS 
500 WATTS 


1€0 to 125 and 200 to 
250 VOLTS i 





(1.) FRAGILITY DONE AWAY 
WITH. 

No more breakage in transit or 
handling. 

(2.) UNIFORM LIFE PERFOR- 
MANCE. 

This means elimination of early 
burnouts. 

(3.) THE WRAPPED AND 
FUSED JOINTS. 

Positive electrical contact insured with the flexibility to obviate the strain at this point occasioned 
by the old method. h 

(4.) WESTINGHOUSE “WIRE TYPE” CONSTRUCTION. 

Has only 2 electrical connections. The old method requires from 10 to 12. 

(5.) LATEST DEVELOPMENT IN THE ART. 


At the same price as the old type 5 or 6 Hair Pin Filament Lamps. 


Westinghouse Lamp Company, 


Gono Oc )§=6—6Bloom@~ficla, N. J. °° = @ 
NEW YORK WORKS: 510-532 West 23d St., NEW YORK CITY 


SOLD BY 
WESTINGHOUSE ELECTRIC & MFG. CO. 


Sales Offices in all Principal Cities. 
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"BENJAMIN 
REFLECTOR] 


Catalogue No. 6141 
500-W ATT MAZDA LAMP 














With one-piece deeply 
hooded enameled steel 
reflector and a properly 
related one-piece /arge 
base socket. 


We also have a comprehensive line of fixtures 
for short and skirted base lamps. Each is de- 
signed with particular regard for the correct 
relation of lamp filament and reflector surface. 
You will be glad to know of them. 


BENJAMIN ELECTRIC MFG. CO. 


Chicago, 120-128 So. Sangamon St. 





New York, 27 Thames St. San Francisco, 151 New Montgomery St. 
Foreign Branches 
The Benjamin Electric, Ltd., la Rosebery Ave., London, E. C., England 


Benjamin Electric Mfg. Co., 64 York St., Toronto, Ont. 
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Crocker-Wheeler 
Motors and REMEK 
Transformers 


serve the Customer well 





and 


serve the Central Station well. 





They are designed and built by a 
Company that specializes in electric 
motors, and is in its 23d year of in- 


dependent and successful operation. 


Be sure your motors and _trans- 
formers are built by 


CROCKER-WHEELER COMPANY | 


AC and DC Machinery 
Ampere, N. J., Baltimore, Birmingham, Boston, Chicago, Cleveland, 
Detroit, Newark, New Haven, New York, Philadelphia 
Pittsburg, Syracuse, Etc. 





Denver 
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General View of Muskogee Electric Bakery 


40,000 Electric Loaves A Day 
By Norman B. Hickox, Mgr. New Bus. Dept. 
Muskogee Gas & Elec. Co., Muskogee, Okla. 


A modern bakery has just been in- 
stalled in Muskogee, equipped through- 
out with motor-driven apparatus and 
operated by central station power. 
When I say that the plant has a ca- 
pacity of 40,000 loaves of bread a day, 
in addition to the numerous side lines 
of cakes, pies, rolls and other pastry, 
it will be seen that it is a profitable 
consumer for our company. It is 
probably the most modern bakery in 
the south-western part of the country 
for its size, and the flour and dough 
are never touched by human hands 
until the loaves come out of the oven 
ready for delivery to the consumer. 

The power installation consists of 
numerous small motors from 1 to 5 
horsepower in size, each machine being 


individually driven. The total 
nected load is 13 hp. as follows: 


con- 


No. 5 Duchess dough divider, 2 hp. 


] 
1 No. 3 Day’s egg beater, 1 hp. 
1 No. 3 Day’s 3-barrel dough mixer. 
1 No. 4 Day’s dough breaker. 
1 No. 4 Hunter flour lifter and con- 
veyor, grouped on 5-hp. motor. 
1 Thompson loaf moulder, 2 hp. 
1 Day’s cake machine, 1 hp. 
1 700-loaf revolving oven, 2 hp. 


The monthly consumption at pres- 
ent runs about 1300 kilowatt hours, 
but the bakery has just begun opera- 
tions and is not yet running to full 
capacity. We expect that the instal- 
lation will develop about 2000 kwh. 
within the next few months. 

The two accompanying views of the 
bakery give a good idea of the sanitary 
conditions which the use of electric 
power permits. 


Another View of Bakery, Showing Ovens 
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Byllesby to Buy 4o City Signs 

Mr. E. L. Callahan, Manager of 
New Business for all the properties 
operated by H. M. Byllesby & Com- 
pany of Chicago, has asked the sign 
manufacturers. for suggestions — for 
from 30 to 40 large special signs suit- 
able for erection in as many cities, as 
a city or slogan sign. In discussing 
his plans of the placing of these signs, 
Mr. Callahan said: 

“H. M. Byllesby & Company con- 
template presenting to each munici- 
pality where we are operating electric 
light plants a huge electric booster, 
slogan or welcome sign. We are led 
to do this, even though the cost would 
be very heavy, not simply to stimulate 
the large and small electric sign busi- 
ness, but because H. M. Byllesby & 
Company wish to convince each citi- 
zen of these cities and towns that the 
company is interested in the growth, 
development and prosperity of his 
community, however small it may be. 

“It is evident that we are not doing 
this to make money for the company, 
but it is a part of the co-operative 
work which we believe is necessary 
for every successful -public service 
corporation to carry on if it would do 
its part in the upbuilding and develop- 
ment of the city in which it operates. 
Aside from our desire to actually pre- 
sent these cities with something of 
which they may be justly proud, we 
know that there is good sound business 
policy in gaining and keeping the con- 
fidence of the public. We are suc- 
ceeding in doing this to a remarkable 
extent by first giving good service, 
continuous, constant attention to all, 
whether consumers or not, and by 
doing a little more than our part in all 
matters that tend to further the inter- 
ests of the community. You have 
often heard that “A satisfied customer 
is the best advertisement.” We are 
proving the truth of this statement 
every day. 

“Our first gift sign was in the form 
of a welcome arch bearing the words, 
“Welcome to Muskogee,” in 8-foot 
letters, erected in Muskogee, Okla- 
homa. 


Lg Mane Sete 
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Electric Motors—In a Box Factory 


By Ross B. Mateer, E. E., Power Expert Denver 
Gas & Electric Co., Denver, Colo. 


Economy has not been the wateh- 
word in the production of lumber. 
Lumber camps are established in the 
forest and the tree, by wasteful meth- 
ods, is converted into rough lumber, 
while the bark, the butt ends and in 
many cases, valuable pieces of timber 
are used for the production of power. 
The cost of power so produced has 
always been high, but today it is fur- 
ther increased as the timber lands are 
being rapidly denuded for the needs of 
man. Many continue to claim that 
butt ends, slabs and scrub timber are 





Motor Driven Saw in Box Factory 


not expensive as a fuel to produce 
power for the sawing of timber, but the 
educational campaign, waged for the 
conservation of our native products, 
continues and with excellent results. 
On the mountain ranges of Colo- 
rado is found much scrub timber and 
several enterprising Denver men, not- 
ing the demand for boxes and crates, 
conceived the idea of putting it to 
this commercial purpose. A mill was 
planned and steam was considered as 
a motive power, for the refuse was 
intended for fuel. But an_ electric 
company, always on the lookout for 
an opportunity to secure a good day 
load, was operating in the same city 
in which the mill was to be located, and 
numerous conferences between the 
projectors of the mill and the power 
engineer of the central station resulted 
in the use of electric power. Current 
transmitted at 2200 volts and trans- 
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formed to 220 volts, now operates the 
plant, which today is using scrub tim- 
ber and supplying many of the mer- 
cantile establishments with packing 
cases and crates. 

Very little weste is found in this 
plant for it is modern in every detail. 
The timbers of six-inch diameter and 
eight to nine feet in length are brought 
to Denver by the Moffat Road.” 
The car is switched to the Western 
Box and Lumber Company’s mill,where 
the logs are unloaded and, after being 
cut to eight-foot lengths, are one by 
one fed to an automatic saw, operated 
by a 50-hp. General Electric three- 
phase motor. Here boards of any 
desired thickness are cut. The boards 
then pass through a sizing machine, 
which removes the rough edges and 


bark. 
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move the machinery used in produc- 
ing the finished crate or packing case, 
a total of 140 hp. installed. 

But what of the waste or refuse, 
the butt ends, the shavings and saw- 


dust? All are converted into good 
money. The butt ends are sold to a 


wood dealer, who cuts them into suit- 
able size, then sacks the kindling, and , 
finds a ready market. The slabs are: 
easily sold to brick manufacturers, and 
in suitable lengths for furnace fuel. 
No waste so far. 

The line shafting, the planer and 
large saws are each equipped with a 
blower, which drives the shavings and 
sawdust over screens and into proper 
bins. The shavings are disposed of as 
packing, where delicate articles need 
protection from the sides of packing 
cases. The livery men use all the 





Exterior View of the Box Factory 


Loaded on trucks, the boards are 
then carried to the main _ building, 
where the planer, band saw and other 
machinery are operating, all of these 
machines helping to produce the fin- 
ished case or box. A 20-hp. general 
electric.motor operates the “*Mershon”’ 
band saw. A 25-hp. General Electric 
motor operates the 26 ‘American’ 
planer. The two cut-off saws, the 
two rip saws, a combination saw, a 
poney planer, a single re-saw, a match- 
er, the nailing and printing machine, 
are all belted to a line shaft operated 
by a 40-hp. Fairbanks Morse motor. 
All operations are by motor drive 
ranging from the 5-hp. on the cut-off 
saw up to 40 and 50-hp. motors that 


shavings they can secure. 
waste. 

A powder mill was found to be 
operating not too far from Denver 
where sawdust was needed, while a 
further market was found for packing 
ice and fragile merchandise. 

It was not enough in this 
study the prospective consumer's 
needs and determine how best to 
secure economy and efficiency of oper- 
ation, but to devise a plan whereby 
the customer might dispose of his by- 
product, for the undisposed by-prod- 
uct was a menace to our plans. The 
solution of this problem gave our 
electric company a_ customer, 
more, a booster for electric power. 


Still no 


case to 


yes 
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New England Section Convention 

The New England Section of the 
National Electric Light Association 
will hold its annual meeting and con- 
vention at the American House, Bos- 
ton, Mass., Wednesday and Thursday, 
March 15 and 16, 1911, with a ban- 
quet on the evening of the 16th. 

The Executive Committee at a 
meeting Saturday, the 12th, decided 
upon a program of three papers and a 
report from the very important Com- 
mittee on Rates. The subjects of the 
papers are as follows: 

“Development and Application of 
Electricity to Domestic Purposes.” 

“Rotary Condensers.” 

“The National Electric Light Asso- 
ciation System of Accounting, as Ap- 
plied to Small Plants.” 


hy 


The Lyhne Lamp 

A new portable lamp with a com- 
bination of a shade and a reflector is 
being introduced by the Wall-Win 
Company of 27 William Street. New 
York City. 
The Lyhne 
Lamp, as 
it is called 
is adapted for use 
as a desk light, 
reading lamp or 
piano lamp, and by 
virtue of the flexi- 
bility of 
the shade, 
reflector 
and stand- 
ard can be 
adjusted 
to deliver 
the illumi- 
nation in virtually any direction de- 
sired, as shown in the accompanying 
illustration. 

The reflector, being a perfect para- 
bola, gives a powerful, steady and 
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A paper will be read at each of the 
three sessions, Wednesday afternoon, 
Thursday morning and Thursday after- 
noon, and probably the report of the 
Committee on Rates will follow the 
banquet Thursday evening. 

The first annual convention of the 
New England Section, which was held 
last March at the American House, 
was generally voted the most success- 
ful, profitable and inspiring meeting of 
electrical interests ever held in New 
England. Nearly five hundred mem- 
bers and guests were present and many 
additions were made to the member- 
ship. It is anticipated that the next 
convention will be even better in all 
points, as one of the mottoes of the 
New England Section is “Steady 
Improvement of the Load Factor.” 


“Nah 7g 


restful light on the precise spot where 
light is wanted. The revolving ad- 





justable shade confines the light to the 
object to be illuminated, and keeps 


it from the face and eyes. The small 
holes that run around the base of the 
reflector allow the heat to escape. 
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Rectifiers Charging Batteries of Fire 
Alarm System 

The mercury arc rectifier shown in 
the illustration has been installed for 
charging the storage batteries which 
operate the fire alarm system of the 
city of Sandusky, Ohio. The battery 
consists of 4 sets of 15 cells each, 
chloride accumulator, Type CT, and, 
with the present system, fifty fire 
alarm boxes can be pulled at once. 

Previous to the installation of the 
rectifier, a gravity battery, consisting 





of 108 cells, operated the fire alarm 
system. The new installation effects 
a saving of $300 per year, as the expense 
of cell renewals when gravity batteries 
were used was a large item of expense. 
The first cost of the new equipment, 
including rectifier, battery and dis- 
tributing board installed complete, 
was $589, while the cost of power for 
its operation is about $1.40 per month 
at a 10 cent per kilowatt hour rate. 
This equipment is operating very 
satisfactorily and during the six months 
that it has been in operation absolutely 
no trouble of any kind has been experi- 
enced with it. The rectifier panel was 
furnished by the General Electric 
Company, Schenectady, N. Y. 


Tungsten Sign Lamp Data 
The Engineering Department of the 
National Electric Lamp Association 
has just issued a bulletin on electric 
sign lighting which should be interest- 
ing reading to every central station 
The subject is a pertinent one, 


man. 
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for these high efficiency sign lamps 
offer economies which electric sign 
users will before long begin to appre- 
ciate and demand, and it is certainly 
to the interests of the central station 
to stand in the light of having pro- 
moted rather than retarded the devel- 
opment. 

This Bulletin (No. 15) provides con- 
crete usable data covering cost of 
operating, methods of transforming 
and diagrams for wiring for both direct 
and alternating current, and presents 
the whole proposition in a thorough 
and understandable manner. 

An Interesting Comparison 

The Fort Wayne Electric Works 
have recently issued a folder advertis- 
ing their sign and house lighting trans- 
formers. On the cover of the folder 
they have reproduced this night pho- 
tograph. 

The photograph shows an actual 
comparison between the relative effi- 
ciency of low voltage tungsten sign 
lamps and ordinary carbon lamps. 

The sign “Fort Wayne with Might 
and Main” is illuminated by 481 


d-watt, L1-volt tungsten lamps, con- 


With 


Mighte*? Main. 





suming 2400 watts. The current is 
supplied from a 2.5 kw. 220-volt 
primary, 1ll-volt secondary — Fort 
Wayne sign transformer. The sign 
“Temple Vaudeville Twice Daily” is 
illuminated by 107 20-watt 110-volt 
carbon lamps, consuming 2040 watts. 
The contract is even more marked 
when the signs are placed on equal 
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basis. In the illustration, the lower 
sign is about sixty feet in front of the 
upper sign. The white light of the 
tungstens make a sharp contrast with 
the background, and produces a sign 
that arrests the attention many blocks 
away. 

Some very interesting data is pre- 
sented, showing the comparative cost 
of operating the two signs. 


Mammoth Sign in Louisville” 
Even in this day of striking elec- 
trical display signs, it is unusual for 
signs of extraordinary size to combine 
as many unique and original effects as 
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display spaces, each measuring 20x30 
feet, upon which are built the various 
advertising displays. Over the sign 
the word “Louisville” is shown in 
huge letters. 

The illumination is accomplished by 
means of 5503 lamps and the color 
effects are startling in their beauty and 
effectiveness. Except for a few red 
lamps at the base and in the scroll in 
the capital, the two pillars are a blaze 
of white light, supporting the beauti- 
fully colored art glass balls which are 
lighted from the interior. The word 
“Louisville” and the strips separating 
the panels are outlined in white light. 


LOUISVILLE 


16-FLYERS 
‘DEPOT, 389 ST. NEAR WALNUT OUR WAGONS WILL CALI 


MONTENEGRO-RIEHM CO 


FEDERAL 
= SIGNS 


tome, CLUSTERS & SUPPLIES 
} 19 S$O.3% 


LIGHTEE 


are shown in this mammoth display 
sign at Louisville, Ky. It has recently 
been erected in Lincoln Park, where, 
by actual count, 20,000 people pass 
every night between the hours of five 
and eleven, and is one of the most con- 
spicuous objects in the city. 

The huge steel framework of this 
sign is 100 feet long and towers 60 feet 
into the air above the surrounding 
buildings. At each end is a massive 
Corinthian pillar forty feet in height, 
surmounted by a huge ball of wrought 
iron and art glass four feet in diameter. 


RHODES-BURF ORD 
YOU FURNISH THE GIRL 
_WE FURNISH THE HOME — 


The sign is divided into six rectangular 


TO THE MINUTE 

=) OPPENHORST 

CLEANING 

DYEING CO 
: SATISFACTION GUARANTEED 
DAILY-6 TELEPHONE US 


+ THIS COUPLE WAS MADE HAPPY BY 


x JACOB SCHULZ 
Fi. THE 
FLORIST 7 | 
ACROSS THE STREET 


OUISVILLE IGH 





The Montenegro-Rheim Company’s 
display shows a pianist playing a grand 
piano, operated by a flasher which 
causes the player’s hands to apparent- 
ly move up and down the key-board 
of the piano and her body to assume 
different positions. The piano and 
stool are shown in red and the key- 
board in white, while the lady’s gown 
is white, her face and arms amber, and 
her hair a very dark red. The letter- 
ing is all white. 

The street car is the most realistic 
moving effect on the sign and rivals in 
cleverness the famous chariot race 
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sign in New York. The wheels of the 
car, outlined in blue lamps, revolve 
forward, and the track outlined in 
white apparently moves backward. 
Apparently the car is rushing forward 
at full speed, with its headlight (lighted 
by a 100-watt tungsten lamp) and 
the sparking trolley wheel adding to 
the reality of the effect. Suddenly, a 
gong rings, the trolley stops sparking, 
the wheels cease revolving and the car 
stops. 

The appeal to both eye and ear 
makes this a most realistic electrical 
effect. The body of the car is green, 
the top red, the trucks and fender 
blue, and the wheels and track white. 














The upper right hand panel is an 
attractive sign in red and white lamps. 
Below it the florist’s sign displays in 
natural colors a gorgeous bunch of 
American Beauty roses operated by a 
flasher so that the stems and buds 
appear to grow into full blown roses 
under your very eves, while the ribbon 
is made to flutter as in a breeze. 

The sign directly under the street 
car shows two barefooted children 
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drawing a cart loaded with toy furni- 
ture. A flasher makes the little figures 
seem to walk, while the revolving 
wheel of the little wagon and the 
backward motion of the roadway 
completes the illusion. The cart and 
furniture are painted in natural colors 
and lighted with white lamps. The 
children’s hats are red, the dress and 
trousers blue, and the feet are lighted 
with amber lamps. 

The display in the lower left-hand 
panel is a sign in colored lamps. 

This sign has been the cause of 
much comment in Louisville and has 
had great advertising value. The 
space was entirely sold before the sign 














was completed and the advertisers 
have had reason to be proud of their 
foresight. The conception and erec- 
tion of this great sign reflect great 
credit upon Manager R. H. Frazier, of 
the Federal Sign System (Electric), 
by whom the sign was constructed. 


500 Posts For New York 
The Elmer P. Morris Company, of 
94 West Street, has been awarded 
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contract for furnishing 500 posts for 
tungsten park lighting in the city of 
New York. About half of these are 
of a new type and will be used for the 
lighting of the transverse roads through 
Central Park, and the balance for 
regular installations. 


Motor Truck for Dock Service 


A number of the railroads (notably 
the Pennsylvania) have for some time 
been experimenting with storage bat- 
tery trucks for handling packages, 
freight and mail, but there has been 
little active attempt to design any- 
thing strictly practical for this class of 
work until quite recently. 

The Hamburg-American Line has 
been experimenting for the last year 
or two with several different styles of 
Lansden industrial trucks, and_ re- 
cently has adopted as its standard a 
three-wheeled machine, with a speed 





of four miles an hour, and capable of 
varrying 5000 lbs. 
The driving wheels are provided 


with the usual type of solid rubber 


tire; the steering wheel is spring 
mounted, and for dock work is used 
without the rubber tire. By using the 
Edison battery, these little machines 
are practically fool-proof, and can do 
the work of a steamship company or 
large warehouse with a saving of labor 
which is startling. 

Inspector Koetter of the Hamburg- 
American Line states that their four 
present trucks have averaged a dis- 
placement of five men each, or that 
one man with a truck will actually 
handle more freight than could have 
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been handled by six men with the 
ordinary type of hand truck, and as 
there is no appreciable wear on the 
machine, and the cost of operation is 
exceedingly low, they represent a very 
profitable investment, and a type of 
truck which is daily growing more 
general in its use. 

The Lansden Company has stand- 
ardized these trucks in three different 
styles of varying load capacities, and 
invariably design the carrying plat- 
form to suit the customer’s needs. 


A New Style Electric Washer 


A radical departure in the design of 
motor-driven washing machines is 
noticeable in the new Dietz electric 
washer now being placed on the mar- 
ket. In contrast to the method of 
design that has been employed for 
some time by electric washing ma- 
chine manufacturers, it is built on the 
old double rub-board principle, so 
favorably known in the hand-operated 
form to the American housekeeper. 

The faith of the manufacturers in 
the double rub-board principle is 
based by long experience in the manu- 
facture of hand-operated washing ma- 
chines which have been sold to the 
extent of more than half a million 
within the last fifteen years. The 
designer of the original double rub- 
board hand-operated machine is also 
the designer of the Dietz electric. 

The electrical application to the 
washer manufactured by the John 
Dietz Manufacturing Company, 808 
Elm Street, Cincinnati, Ohio, shows 
the work of the skilled designer, and 
is a piece of mechanism that the cen- 
tral station engineer will not hesitate 
to stamp with his O. K. Two semi- 
circular rub-boards of cypress are 
moved back and forth always in oppo- 
site directions about ninety times a 
minute. The clothes are held in the 
lower rub-board and washed by the 
upper board. This board is self-ad- 
justing in position to accommodate 
different amounts of material, so that 
the machine will wash without injury 


(Continued on Page 59) 
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$1.00 a Year means 83c. a Month 


That's what a years subscription to SELLING ELECTRICITY costs 
—— Not Much Is It? 


making the Big Success in your field. 

SELLING ELECTRICITY is the record 
of their methods and accomplishment. There is 
no other Text Book for the man who is selling 
electric service. : : : 


A ND you are in touch with the men who are 


If you have never subscribed — If you have not renewed for IgII 
Do it today! Set that dollar to work for your future 


SELLING ELECTRICITY, Nx Yok iy 

















MR. CENTRAL STATION MAN 


; y | ] i 
DO YOU KNOW 
that the THOR Electric Home Laundry Machine has been the 
means of causing more homes to be wired for electricity during 
the past three years than any other electrically operated device 
ever invented for the home? 
92 of 
rs) /O 
We are placing the THOR in thousands of homes each year, 
through electric light companies, and 25°, of these sales are in 
homes not previously wired for electricity. 


YOUR SOLICITORS 


should know all about this wonderful machine—the machine that 
is sold under our positive guarantee to wash all kinds of clothes 
better, in less time, without any laborious work, and at less ex- 
pense, than any other method 


This Coupon Brings FREE Booklet Detach and Mail to us Today—-NOW 





COUPON 
Hurley Machine Co. 29 S. Clinton St., Chicago 
or 1010 Flatiron Bldg., New York \ 


Gentlemen:—W ithout further obligation on my part send m 
Free THOR Electric Home Laundry Machine Booklet 


Name 
Address 
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7 ; A New Style Electric Washer 


Goalie Mott Lamp Posts 


either a small or large amount. The 
normal capacity is from 15 to 18 
i shirts or the equivalent, washed clean Established 1828 
in five or six minutes. The clothes 
are held in the wooden rub-board and 
do not come in contact with the metal 
tub which holds the water. All metal 
parts of the washing machine proper 
are heavily galvanized to prevent 
rusting. 
Power is supplied from a 1-5 hp. 
Westinghouse motor through a raw- 
hide pinion to a gear which drives a 


STANDARD OF QUALITY 











bicycle sprocket and chain to the 
crank shaft on the washer. This 
chain is the best handmade. bicycle 
chain procurable and runs accurately 
without noise. In fact, the machine 
is very quiet in operation. A clutch 
provides ready means of starting and Ornamental Lighting Posts 
stopping the washer. 
The wringer is mounted on the end for all Purposes 

of the machine and may be operated 
with the machine open when the 
clothes are wrung out from the tub 





2046 J 





SPECIAL TO CENTRAL STATIONS 


into the rinsing water, or with the We will be glad to co-operate with your 
machine closed when the goods are New Business Department and submit spec- 
run back from the rinsing water on to ial designs for Commercial Lighting Projects 


the top of the tub. This is made 
possible by a reversing drive in the 
wringer, the clutch of which may be 
operated so quickly that it is possible The J. L. Mott Iron Works 


to back materi: fore damage 
| ick m u ri ul out before lam 1ge 118-120 Fifth Ave., New York 
results in case it starts incorrectly. 


Send for our New Catalogue 
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So BOARDERS me 


It Turns the Trick— (S42) 
i 


and you say “That was a Happy Thought.” § 






But perhaps ic was a Dollar Idea! 
If so, there’s a Big Green Dollar waiting. Send in your Brain Throbs! 
































SAVE YOUR LAMPS 


DULL’S FLASHERS DOUBLE THE LIFE OF ANY LAMP 





You have to re-lamp a steady 
burning sign twice toa flashed 
sign once. 


Lamp renewalsona flashed sign 
cost one-half of those burn- 


ing steadily. 














No. 220. List price $21.00 


Dull’s Carbon Flasher will outwear any sign built. They give satisfaction 
from the start and make friends wherever used. 


REYNOLDS DULL FLASHER CO. 
152 5th Ave. s¢ Chicago 




















Do not forget us when 


figuring on any kind of 





an electric sign. 








Haller Sign Works 


(Incorporated) 


704 So. Clinton St. 
Chicago 





V-shaped electric roof sign. 
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‘ WANTED-— By one who knows how to hustle, 
and has the experience to back him—a position 
to take charge of the commercial end of an = ~ 
Electric Light and Power Company in a town e (G9) ‘@) 2 
of about 20,000 population. is “A, W., 


Address 


care Selling Electricity, 74 Cortlandt St., New . 
York City. i ia 














ac » meus P if WITH THE WONDERFUL 
Experience entral Station Power xt) P| 
Salesman—Wants position. References fur- ARK CUP BLO CK 
nished. Address ‘“W. S. S.,”> care ef Selling 
Electricity. No knife switches to stick 
a s nen — to burn and adjust 
- — P No oil cups or chains 

Central Station Solicitor—experienced Michete aabeninkedl ma taiditie hens 
in all lines, wants position. References furnish- Ball Bearings—Oil once a year 
ed. Address “C. L. W.,” care of Selling Gears run in oil tight case 
Electricity. “SPECIAL MACHINES OUR SPECIALTY” 


General Solicitor—experienced in Central 


Station work, desires to make a change. Satis- 4 OL 0 kK. AP> ® 
factory references furnished. Address ‘‘W. A. 


J.,”’ care of Selling Electricity. ARE A NECESSITY ON 
New Business Manager—Now employed, EVERY ELECTRIC SIGN 


desires to make a change. Best of reasons ' 

given. References from presentemploye.. Ad- A NEW BULLETIN No. 61 

dress “X. Y. Z.,” care of Selling Electricity. JUST OFF THE PRESS 
Manager—Familiar with modern new busi- BETTS & BETTS 

ness, selling and display-room methods, desires 

to improve his opportunities. Satisfactory f 

references will be furnished. Services available 302-304 West 53d Street 

immediately. Address “H. W. D.,” care of NEW YORK, U. S. A. 


Selling Electricity. 


























WE WANT 


Bound Copies White Way Work 








Posts Poles 
Brackets 
and 
Reflectors 


Send for Circular 19 


Selling Electricity 


FOR 1910 | 


ARE READY || 


They Cost $4.00 





You Know What Valuable Reference 


This design adopted at 
Data They Contain 


ELMIRA, NEW YORK 


LANCASTER, PENN. 





Order Now From 


Selling Electricity | | THE ELMER P. MORRIS Co. 


The Outdoor Lighting Specialty House 
74 Cortlandt Street, New York City | 94 West Street New York City 
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“= are in the market for 
Lighting Fixtures, makes 
no difference what kind, \et 
us know before making 
selection and we will be 
glad to furnish an esti- 
_ mate. 


R. WILLIAMSON & CO. 


Manufacturers of 
Electric and Combination Fixtures and 
Art Glass Shades. 


Washington and Jefferson Sts. CHICAGO, ILL. 
DESIGN NO. D 



































W hit ing Mf Q. 


Length, 150 feet. Location, Bridgeport, Conn. 


FACTORY SIGNS ERECTED ANYWHERE 


Show Travellers ‘“The place where it is made’’ 


Create personal impressions that cannot be obtained by magazine advertising. 
Wall-Win signs bring forth favorable comments because they give satisfaction. 
Mr. H. H. Hamilton, President ot the Whiting Mfg. Co., says in a recent letter to us : 
“The electric sign that you erected on our factory has been and is creating the most 
favorable comment. In a recent visit to Boston, it was very gratifying to hear the many 
favorable comments from people who had passed through Bridgeport on the train, and 
| am more convinced than ever that it pays to advertise inthat way. Thanking you for 
the promptness and dispatch and the satisfactory manner in which your work was done” 


By the way, don’t you need a sign? 


THE WALL-WIN CO. 


27 WILLIAM ST., NEW YORK CITY 


Electric Signs Electric Specialties 
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We cordially invite you 
to send for our new _ book, 
fresh from the press, on our 
scientific electric reading 
lamp, the G-M Lamp. 


The Electric Motor & Equip. Co. 
Newark, N. J. 








' 


OPALUX 


i “THE GLASS WITHOUT THE GLARE” 























Thousands of installations in all parts of this country are to-day 
giving evidence of the merits of Opalux 


NEW CATALOG JUST OUT 





| ) f s 
, f 
MEDIUM ANGLE NARROW ANGLE 
If your dealer don’t}sell Opalux—try his neighbor 





THE OPALUX COMPANY, 258 Broadway, New York 
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The 


Central Station 
Development Company 


506-518 Rockefeller Building 


Cleveland, Ohio 


Solicit correspondence regard- 
ing any lighting plant’s needs 
in connection with any of the 


departments of this company 





DEPARTMENTS: 
ENGINEERING EXAMINATIONS 
OPERATING FINANCIAL 
COMMERCIAL CONSTRUCTION 
AUDITING APPRAISALS 


LECTURE BUREAU 
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The history of these lamps is a con- 
tinuous record of satisfactory service 
evervwhere. 

Within a year after the introduction 
of the first commercial tungsten fila- 
ment street series lamp, the sale of 
series in:andescent lamps practically 
doubled. More than 85% of the 
street series lamps in use were of the 
metal filament type. 

Now G-E MAZDA Street Series 
Lamps have a long average life of 
1350 hours on either D. C. or A. C. 
of any frequency. The initial candle- 
power and brilliancy remain practically 





Sales Offices in 
All Large Cities 
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Their Popularity Earned By Satisfactory Service 


constant throughout the life of the lamp. 


32, 60, 100, 200 and 350 candle- 


power lamps are furnished in ampere 


ranges 4, 5.5 and 6.6. 

Their excellent efficiency of 1.18 
watts per candle emphasizes the re- 
markable power-saving _ possibilities 
of these lamps. 

This high efficiency makes it possi- 
ble and practicable for all residential 
and suburban d stricts, parks, etc., to 
be well lighted. 

21 pages of “reason-why” in Bulle- 
tin 4781 forwarded on request. 


General Electric Company 
Principal Office: Schenectady, N. Y. 


a 
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SELLING 


ELECTRICITY 














Do You Want 


A Demand Limiting 


Device 
which 


Meets Practical Conditions 


| 1909 HENRY ac: ft 

' Oo ee Oe 
© DEMAND ner 

| No. REET Ap. AE fs 


- 


SIMPLICITY 
AONADOMAA 


This One is Built by Men Who 
Know What an Instr: ment of 
This Kind is Up Against 


No Coils to cause drop in voltage or 
complications from frequency and 
power factor. 


Only One Size to Carry in Stock 


Accurate, easily handled and noiseless 
in operation. 


Low First Cost and Practically 
No Maintenance 


Designed for use in combination with 
Watt Meters and thoroughly tried 
out on straight demand. 


A Post Card Today Will Bring You a Sample for 
30 DAYS’ PRACTICAL TRIAL 


Henry Thermo-Electric Co. 


3 Scott Avenue 


Newport, Vermont 























7 


Simplex 
Electric Toaster 


(with new “Keep Hot” rack) 


Simplex Dining Room Sets, Coffee 
Urns, Chafing Dishes, Water Cups, 
Toasters, Travelers’ Stoves, Heat- 
ing Pads, Baby Milk Warmers, and 
Household Irons, are practical neces- 
sities for every well-equipped house- 
hold. Display these devices, sug- 
gest them to your customers—it 
means more customers, new con- 


sumers and more sales for current. 


Write for ‘‘ Selling Helps.” 


SRPLEXTECORICTIEATING 


Cambridge, Mass. 


Monadnock Block, Chicago 
612 Howard St., San Francisco 


In writing to advertisers, mention ‘‘Selling Electricity’’ 
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E are increasing the net income of Central 
Stations by securing for them — 
residence lighting business. :: 


@_ Few Central Stations serve more than 10% of 
the residences located on their lines, and the great 
majority fall below it. @[ Youare one in this class. 
@ Get out of it by letting us tell you how the 
Excess Indicator, in conjunction with Mazda 
Lamps, increases your income. 


Excess Indicator Company 
241 West 42d Street :: New York City 




















SOME TALKING POINTS THAT WILL SELL 


Everson Cleaners 
In YOUR City Weight 


35 Ibs. 


1—Can be lifted by the little finger 

2—Greatest effective suction 

3—Safety valve to protect motor 

4—1-6 H. P. Holtzer-Cabot motor 

§—Indestructible vulcanized 
fiber case, non-conductor 
of electricity 

6—No screws, clamps, or 
catches 

7 etc.—On request 


The Good Points of All 
The Bad Points of None 


Everson Mfg. Co. . we — 


30 Oliver Street 
BOSTON, MASSACHUSETTS 






















In writing to advertisers, mention ‘‘Selling Electricity’’ 











SELLING ELECTRICITY 





February, 





Wayne Bell Transformers 


Take the place of unreliable, troublesome batteries 
and use practically no current. Can be connected 
to any alternating current lamp socket and will 


Operate Door Bells, Buzzers, 
Toys, Burglar Alarm Systems, 
Gongs, Annunciators, etc. 


Made in three types and sizes for different classes 
of work and so neat in appearance that they can be 
installed anywhere in homes, hotels, offices, schools, 
hospitals, etc. 

Built to run for hours on dead short circuit without 
danger of burning out. 

If your dealer does not have them, write us and 
we will send our illustrated leaflet 4511. 


Fort Wayne Electric Works 


“Wood” Systems 


1604 Broadway Fort Wayne, Indiana 
Branch Offices: Most Large Cities 


























RECO FLASHERS 


give Electric Sigas THAT SNAPPY APPEARANCE which is appreciated by 


all live advertisers. Also saves nearly 50 per cent in lighting bills. 


' = Poe e'rrge': 
fa AWN ae ae \ | 


» >) @b) oe VT \ Ta 
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RECO FLASHERS produce almost any electrical effect—spelling, chaser borders, 
script writing, waving flag, and numerous others. 


Solid construction, easy adjustment, self-oiling gears, 
minimum attention. 


Reynolds Electric Flasher Mfg. Co. 


Largest Manufacturers of Flashers in the World 
1123 Broadway, New York 191 5th Avenue, Chicago 
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Patented November 17, 1908 


E. W. HAM, 


Place 


SELLING ELECTRICITY 


Tte Ham Attachment 


5 Barton 


Most convenient 
wiring device 
brought out in 


the 


last decade 





| For sale by all jobbers 


Worcester, Mass. 





HOTEL EMPIRE 


BROADWAY, at 63d St.,. NEW YORK CITY 





In the Very Center of Everything 


Subway and Ele- 
vated stations 1 min. 5 minutes’ walk to theaters and shops. 
From new Penn. Station walk through 33rd Street to juncton 
,’way & 6th Ave. and take 6th Ave. trainon “L”’ road to 66th 
St. which is in front of Empire; or surface car marked 
**B’way & Co. Ave.” direct to Empire door; only 10 min. ride. 


All cars and 5th Ave. busses pass Hotel. 


50 Rooms, detached bath, $1.00 per day 
100 x 


1.50 
25 = with bath 1.50 
1000“ ef 2.00 


100 ‘ it 2.50 

Suites, with bath, $3.50 and up per day. 

Send for Free Guide to City. : 

W. JOHNSON QUINN, Proprietor 
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The “IMPERIAL” 


A Portable Vacuum Cleaning Machine combining 
efficiency, practicability and economy. 
Can be attached to any electric light socket. 

















“The only High-Grade, Efficient Machine on 
the Market.” Guaranteed. A Dividend Payer for 
Central Stations. Growing concerns and responsible 
parties wanted as agents. Exclusive territory given. 
Send for Catalogue and particulars. M’f’din 2 sizes. 

Price, $100.00 and $75.00 Complete. 
EMPIRE VACUUM COMPANY, 
112 West 30th Street, New York. 

District Office: 702 Postal Telegraph Building 

Chicago, IIl. 
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Make Your Preparations 
Now For A Bigger Fan 
Motor Year Than You 
Ever Had Before 


1911 is going to be a record year 
for Westinghouse fan motors. The 
line will be the most complete we 
have ever offered, and better where 
_ it has been possible to improve on 
the best. 


Those who have formerly used Westinghouse fans know the 
service they give—their economy—their lasting qualities. | Needing 
more fans, they can be depended upon to specify “Westinghouse.” 

















Then, there are many who have not yet become familiar with the 
| comforts of an electric fan. These we are going to reach by the 
most extensive advertising campaign that has ever been conducted. 
We are going to help you sell every Westinghouse fan you have. 

People who never thought of a fan before will be hunting up 
the dealer who sells Westinghouse fans. Be prepared for them. See 
that your stock is complete. Place your order now to insure timely 
delivery. Send for catalogue, newspaper Ad. Books and other ad- 
vertising helps for the dealer. 


Westinghouse Electric & Mfg. Co. 


Pittsburg, Pa. 


Sales offices in all large cities 


























In writing to advertisers, mention ‘‘Selling Electricity’’ 
































February, 1911 SELLING ELECTRICITY 71 


CUTLER-HAMMER 


ELECTRIC 
HEATING DEVICES 


The Cutler-Hammer line of electric heating devices is the Ra sip 

2 4 ortable Water Heater 
lin: that you should handle. These devices will get new 3-quart Size 
business and hold it. 


Install a Cutler-Hammer Portable 
Water Heater in a popular bar, | 
drug store or restaurant in your 

city. The sale of many others will 

follow unsolicited. 







il nt bs | 








These heaters are a great convenience wherever clean hot water 
is wanted quickly. They are substantially made and attractively 
finished, They provide steaming hot water in less than a minute: 


Cutler-Hammer Irons Retain Their Heat ro 


Turn the current into a Cutler-Hammer Iron for four or five 


cient a 


minutes;—turn it off and about ten minutes later wet your finger, * 

touch any part of the ironing surface and hear it sizzle. bas Mee sid 
A separate stand is inconvenient on the Instantaneous Water Heater 
ironing board;—the Cutler-Hammer Pherapeutic Type 


Iron has a patented backstand so that tip- 
ping the iron back clears it of the board, 
No other stand is needed. 





The Cutler-Hammer Iron is simple, the 
heating element can be removed and re- 
placed by anyone. This element has the 
contact posts riveted directly to it so that no 
interior connections are required. 


_ _ _ Dise Stove 
Useful for many purposes 





The Therapeutic Water Heater is of great 

ty cacaebnld ror convenience to the physician, dentist, drug- 

Made in 5, 6 and 7-Pound Sizes gist, etc. Can be mounted on the wall and 
No separate stand required connected by rubber tubing. 


We also make Radiators, Shaving Mugs, 
Disc Stoves, Curling Iron Heaters, Chafing 
Dishes and a complete line of irons. 


Write to-day for our 32-page Booklet 


illustrating and describing our entire line 





Curling Iron Heater 
Automatic Current Control 


The Cutler-Hammer Mfg. Co., Milwaukee 


NEW YORK: Hudson Terminal (50 Church St.) CHICAGO: Monadnock Block 
PITTSBURG: Farmers’ Bank Bldg. BOSTON: 176 Federal St. 
PHILADELPHIA: 1201 Chestnut Si. CLEVELAND: 1108 Schofield Bldg. 


PACIFIC COAST AGENTS: Otis & Squires, 
Four-Quart Water Heater 155 New Montgomery St., San Francisco 
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The electric vehicle industry is the biggest 
factor to-day in building up your “off-peak” 
load—and the rapid growth of the electric 
vehicle industry, both in the a 
and pleasure vehicle field, is due 


The New Edison 
Storage Battery 


You know the Edison Storagel Battery. You know that it is 
radically different from all other storage batteries. You know 
that it has practically double the capacity, giving double the mileage 
of a lead battery of equal weight—or that its weight is about half 
that of a lead battery of equal capacity. 


You know that there is no lead or acid in its construction—that 
the plates are nickel and iron in an alkaline (potash) solution. Con- 
sequently, that it cannot sulphate or deteriorate—but that instead it 
actually zucreases 25% to 30% in capacity after the first few discharges. 


You know that the Edison is not injured by overcharging, by 
too rapid discharge, by complete discharge, or by~-standing idle 
either charged or discharged for an indefinite period. 


You know that the Edison required infinitely less care and 
attention and that its life is many times as long as that of other 
batteries. 





You know that vehicles, either pleasure or commercial, equipped 
with the Edison Storage Battery will give double the service of 
vehicles otherwise equipped. And that the Edison will be in 
constant service when other batteries are in the repair shop being 
washed, renewed or replaced. 


The vehicle that builds up your off-peak load is the vehicle 
that stays on the road, and that vehicle is equipped with the new 
Edison Storage Battery. It’s up to every central station to boost 
for the Edison. 


Edison Storage Battery Company 


123 Lakeside Avenue, Orange, New Jersey 
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WHICH 9 
SWITCH. 


The Guaranteed A. & W. 
On and Off Time Switch 


OR 


A Guessing Machine 
Operated by Clockwork 


HE new A. & W. On and Off Time Switch is a 

combination of the best clockwork, the best 

electrical skill and the best manufacturing 
methods in the country. 


It is absolutely accurate, entirely dependable and 
needs no watching. Wind it once in eight days—no 
oftener—then forget it. 


For controlling signs, window lighting, hall and 
park illumination or any other flat rate requirement, 
it is more reliable and less expensive than a patrol- 
man. It minds the weather not a whit. Here’s the 
point— 


“We guarantee the A. & W. On and Off Time 
Switch without any qualifications, reservations, ifs, 
ands or buts.” 











The A. & W. Electric Sign Co. 


Cleveland, Ohio 




















In writing to advertisers, mention ‘‘Selling Electricity.’’ 





SELLING ELECTRICITY February, 1911 











Outlining 
Material 


Special Designs 


For temporary or perma- 


nent displays give attractive 
and original effects. 








VALENTINE 


makes a specialty of ready-to- 

put-up galvanized sheet steel 

outlining material. It is sup- 

plied in 8 or 16-foot sections 

with the sockets on 6”, 12”, 

18” or 24” centres. The sec- 

tions are wired complete, finished in enamel, all ready to screw to the 

face of the building and be connected to the supply lines. Special L 

and T sections are supplied, so that any desired design or effect 
can be produced. 

It is cheaper than iron conduit work and, of course, easier to install. 

Spectacular outlining effects are popular among conservative mer- 

chants. By combining special designs with the outlines (such as the 


dragon design here pictured) and by using a flasher, very unique and 
brilliant advertising effects can be produced. 


VALENTINE 


has had wide experience in this class of work and can assist your New Busi- 
ness Department in getting outlining contracts. It is profitable business for 
any central station and is easy to secure when Valentine designs and Valen- 
tine ready-to-erect material is used. Let us submit plates and detailed drawings. 


To-day. 


Valentine Electric Sign Company 


Atlantic City $3 ¢ Fo 3 New Jersey 
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